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up to 5 times faster boring 
with new Irwin Speedbor “88” 


makes every electric drill user a hot prospect 


Only the Irwin Speedbor “88” gives up to 5 
times faster boring in hard and soft woods. Only 
the Irwin Speedbor “88” does so much more 
work with less power and in less time to increase 
the boring range of small 14” electric drills and 
drill presses. This is what customers want. This 
is what customers want to buy. 

And remember: You can use the test block 
picture shown below to demonstrate [Irwin 
Speedbor “88” superiority. This makes it even 
easier to sell the biggest ready-to-buy market of 
them all — the many thousands of electric drill 


users in your own neighborhood trading area. 

Speedbor “88” features include Irwin’s ex- 
clusive hollow ground point, balanced cutting 
head, Hang-A-Bit hole and size markings for 
easy selection. Precision-ground shank has three 
heat tempered and accurately spaced flats which 
chuck perfectly in 1/4”, 5/16”, 3/8” and 1/2” 
adjustable electric drills and presses. No wobble, 
no run-out. Sizes 1/4” to 1”. 

The Speedbor “88” is already selling big — 
so order big from your Irwin wholesaler today 
in individual sizes, sets and assortments. 


The Irwin Auger Bit Co., Wilmington, Ohio, since 1885 
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Yes, Speedbor *‘88"' wood bits are packaged in Irwin's 
new and exclusive self-selling Sellopak dress-up jacket. 
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Hardrock maple test shows Irwin Speedbor 
superiority over 5 other brands 


Conditions under which all bits were tested: 


TYPE OF WOOD 
SIZE OF BITS 
SPEED OF DRILL 





Hardrock Seasoned Maple 
All 1” in Diameter 
645 RPM 


PRESSURE APPLIED 
BORING TIME 
DEPTH OF HOLE 








MERCHANDISE WELL-DISPLAYED IS HALF SOLD! 
1 Catch the eye of browsers .. . they buy quicker what they see! 






2 Order from your jobber these sales-promoting Millers Falls displays... at no extra cost! 








No. 8585 Screw Driver Display 
This hang-up or stand-up metal rack 
will initiate impulse sales of the 
finest line of screw drivers made. 
Assortment of 56 of the quality 
No. 850 Series of drivers, in most 
demanded styles and lengths. 
$52.86 List 


No. 6565 Screw Driver Display 
A compact, colorful counter or wall 
display for the No. 650 Series of 
popularly priced Millers Falls screw 
drivers. Handy, ‘‘take your pick’’ 
sales aid includes 59 drivers in 11 
different styles and sizes. 


$34.50 List 





No. 1006 
Automatic Drill Display 
Eye-catching wood stand that dis 
plays three, and packs three more, 
justly-famous Millers Falls No. 100 
Drills. Each drill handle contains 
eight points in unique magazine 
compartment. $34.45 List 


MOLY BOEMUM- ALLOY STFE 


NAIL SETS 
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No. 825 Nail Set Display 
A compact unit that does a big job 
of boosting sales of the No. 800 
Series Molybdenum Alloy Nail Sets. 
Attractive styling to attract buying. 
Supplied with 3 dozen nail sets. 
$14.40 List 








No. 4100 Countersink and 
Screw Driver Bit Display 
A bright, sturdy little stand that wil! 
stimulate many “‘impulse’’ sales for 
these small items. Lacquered wood 
base, masonite back panel. With 18 
assorted countersink and 6 screw 


driver bits $19.30 List 





No. 550 “Tuf-Flex’’® 
Blade Display 
Features super-flexible, super-tough, 
special alloy ‘‘Tuf-Flex’’ hacksaw 
blades. Easy-to-read pitch markings 
encourage self-service, extra sales. 
Complete with 50 12” and 30 10” 
blades. $16.95 List 





No. 333 Utility Knife Display 
Attractive sales-builder box of six 
individually-packaged Millers Falls 
Utility Knives. They’re the handy 
razor edge knives of ‘'1001 uses for 
home and business.’’ A dandy ‘'re- 
minder’ display $6.00 List 


No. 5904 Torpedo Level Display 
Will do @ bang-vp merchandising 
job for you on this best-selling 
money maker — the famous Millers 
Falls No. 590 Torpedo Level. Dis- 
play back points out features. Four 


$10.00 List 


levels per unit. 








No. 1210 10-Pak 
Plane-'R-File Display 
A modern, space-saving display 
carton that sets up as a complete 
sales center for the popular, dua! 
purpose Millers Falls Plane-‘R-File 
Furnished with 10 Plane-‘R-Files and 
supply of sales folders. $34.90 List 











No. 7108 High Speed 
Countersink Display 


A neat, all-metal fixture with bri! 
liant red finish. Takes only inche 
of counter space does a big job 
selling No. 710 High Speed Coun 
tersinks for 14” drills. With four 
Vo", two 28", and two %4 coun 


tersinks. $14.60 List 








For full information on the many 
Falls Merchandising 
Displays, see your jobber or write 


MILLERS FALLS COMPANY 
Dept. HA-28 
Greenfield, Mass. 


Free Millers 











No. 725 Nest-of-Saws Display 
One of the fastest sellers we've 
ever introduced. Customers just pick 
up the card. Gives you maximum 
display with minimum sales effort 
A great turnover item. $3.50 List 











No. 466 Glass Cutter Display 
Striking, attention-arresting, full- 
view display of new Millers Falls 
No. 66 Carbide Wheel Glass Cutter. 
Snugly nests four cutters, each in 
handy plastic pocket case. 

$9.00 List 














MILLERS FALLS 
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Are you giving away power-mower sales? 


I’ve been out traveling again ... taking 
orders, gabbing with old and new friends, 
and listening to the gripes of some dealers 
whose power-mower sales volume had drop- 
ped off. 

One important thing was common to all 
the complainers: Though some had kept up 
their advertising, and some had offered 
time-payment plans, etc., NONE OF THEM 
HAD MOWER SERVICE FACILITIES! 

What had been happening over the 
years? Simply this: When customers 
brought their mowers back for simple 
servicing, these dealers had to say they 
don’t service power mowers. So the cus- 
tomers had to look elsewhere to get their 
mowers fixed. 

And once those customers took their ail- 
ing mowers out the door and in to another 
fellow who would service them, customer 
loyalty had shifted from the original dealer 
to the dealer who offered service. After a 
couple of years, when it was time to buy a 
new power mower, guess what dealer got 
the business. Where would you go? 


Not only those power-mower sales, but 
sales in all other lines, too, suffer when 
your valued customer is forced out of your 
store for the service you should be offering. 
Don’t forget, power-mower owners are 
home owners, and everything in your store 
interests them—when they’re already there 
for mower service. 

Now look. Even LAWN-BOY power mow- 
ers need occasional service. Nothing much, 
usually—cleaning, blade-sharpening, spark- 
plug replacement, and other small jobs that 
don’t call for a top mechanic. You can get 
into the mower-service business with the 
knowledge you now have, and without 
much investment in space and tools. And 
you protect your overall sales by offering 
the service your customers are entitled to. 

Want some help in setting up a simple 
LAWN-BOY service department? Let me 
know—we'll be glad to get you going, be- 
cause we know that service is the key to 
success in this business. 

Think it over now. If you don’t do it, 
some competitor will. 
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Sales Manager 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + JANUARY 30, 1958 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnson ani Evinrude Outboard Motors 
In Canada: LAWN-BoyY, Peterborough, Ontario 


LAWNOBO 
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NEW! cross-wind 


oscillating spool 
ELDORADO 
~ CLOSED-FACE REEL 




















$19.95 


The simplest reel in the world to use! The on! 
closed face spinning reel with new cross-wind 
oscillating spool. A perfectly balanced 71% oz. 
bait-caster. Gold Expoxolite finish. Snap-on, 
snap-off gathering face. 100 yards 8 lb. Monofilament 
line prewound on spool, multiple disc drag. 

Extra spools $1.50 each. 








ALL NEW! 


all metal construction! 


SPINSTER 
MARK VI 
$15.95 


The famous Spinster, completely restyled. 
Color-keynoted for 1958 in three 
beautiful Epoxolite finishes: new Bronzine, 
Pastel Pink or Aqua Blue, to bring color 
to stream or surf for sportsmen and 
sportswomen alike. 
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THE WORLD’S LARGEST MAKERS OF FINE SPINNING TACKLE 
































on ——— TUBULAR GLASS SPINNING RODS 
6° 6” long, medium action. Gold 
—_— ae lt color, hard durable finish....$14.95 





Color-Keyed to the Spinster Mark 
VI! 2-Piece, 6 6.” Blue and pink 

















FRESH WATER LURES 


A.NEW AIREX PRESKA TOFF. 3/16 oz. Natural rubber body. Scaled 
brass blade with red stripes. Treble hook. For all game fish. 


B. AIREX PRESKA® PERCHE. 1/5 oz. Natural rubber body. Brass 
blade. Treble hook. For game and pan fish. 


C. AIREX BABALU. Yellow and black head. Yellow body. Yellow and 
red bucktail. 1/4 oz. Swivelled head and body. For all game fish. 


AIREX CORPORATION (Division of The Lionel Corporation) * 411 FOURTH AVENUE * NEW YORK 146, N. Y. 
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$12.95 
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ACCO 


for Better 
Values 


Packages for Shelf Chain Items 


All AMERICAN CHAIN shelf items now 
come in attractive blue-and-gold pack- 
ages (see above) which make it easy for 
you and your salespeople to locate any 
packaged chain item in seconds. The 
colorful packages on your shelves and 
counters will attract customers and 
build chain sales for you. 





New ACCO-PAILS 


ACCO-PAILS of Proof and BBB Coil 
Chain make attractive displays on 
counters, or in any store location. 
Newly-designed labels now make them 
brighter and more colorful. Labels are 
in standard industry colors for instant 
identification: GREEN for Proof Coil 
Chain, rtp for BBB Coil Chain. 





<< 
New Cartons — 
for Quick Identification 


These new ACCO cartons, used for 
packing many shelf-item packages as well 
as certain bulk items, are self-identifying. 
Each has an all-around ACCO design in 
blue and gold—and each is clearly labeled 
as to its contents. Very handy to stock, 
store and display. 





Steel Drums 
for Bulk Chain Selling 


Sturdy steel storage drums, with 


readily removable tops, are used for 
ACCO Proof Coil, BBB Coil, High Test 
and Alloy chain. Each drum now bears 
a colored label for easy identification. 





Newly Improved 
Chain Sales-Maker 
The convenient, popular ACCO CHAIN 
SALES-MAKER has been improved by the 
addition of a quick-action cutting bar, 
which permits snipping off just the length 


of chain desired. Saves time and steps. 

: With the attractive Chain Sales- Maker, 
you can display a wide assortment of 
chain in very little floor space. Your cus- 
tomers can see and feel the chain—and 
buy it! 

The Chain Sales- Maker is shipped 
complete with your choice of several chain 
assortments (ask your Distributor about 
these); chain comes on reels; packaged 
refills, on reels, available. Lllustrated is 
Assortment 38, our most popular one. 


Assortment No. 38 (7 reels) 
175 Ft. 2/0 Tenso Chain, Bright Zinc Plated 
125 Ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 Ft. 3 Tenso Chain, Bright Zinc Plated 
75 Ft. 2/0 Twist Machine Chain, Bright Zinc Plated 


Why Acco’s new packaging 
program means easier, 
faster chain sales! 


Never before has any sales-stimulating idea presented hardware 
dealers with greater opportunities to increase their chain volume 
than has ACCO’S great new packaging program. 

Now the entire American Chain line of hardware-store products 
is packaged in distinctive containers that make it easy for the 100 Ft. 35 Sash Chain, Bright Zinc Plated 
customer to select exactly what he wants, quick as a flash. And 200 Fl. 10 Grass Sefety Chain, Gright Finish . 
the ACCO packaging enables you, the pan to locate desired Bein epee emma cmuaalmmalacss 
items in seconds .. . to display your American Chain stock in a 
neat, effective, inviting manner ... to control your inventories 
more easily . . . and finally, to sell more chains in less time and 
with less effort. 

Typical packages are pictured on this page: boxes, cartons, 
steel drums, ACCO-PAILS and the quick-action Acco Chain Sales- 
maker. All containers are labeled in bright colors for instant 
identification of the Acco brand name, also of the contents of 
the container. 

All these Acco packages have high impact and recognition 
value. They not only identify the merchandise, but help identify 
your store as headquarters for the very best in chain quality and 
value—American Chain! 


Order through your American Chain Distributor 
He is willing and able 
to give you prompt chain service at all times 


American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 








Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detrort 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
* indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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Editorial 


by W. A. Phair 


“We threw it together . . Su 


“I know this promotion isn’t just right, but we had to throw it 
together in a hurry to give the salesmen something to talk about. 


I heard those sad words from manufacturers too many times at the 
recent Housewares Show in Chicago. I call them “sad words” because 
they reflect bad thinking and because I know these words will lead 
to disappointment and confusion. 


These are also sad words because we know that the very same manu- 
facturer who throws together a haphazard, poorly thought out promo- 
tion is the same manufacturer who will complain the loudest when the 
promotion flops. 


And who will get blamed for the failure of the promotion? The 
manufacturer? Oh no. The wholesaler and the dealer will be blamed 
for the flop. They will be accused of being backward, of not appreciat- 
ing what manufacturers are doing for them, etc., etc. Yet the fault 
here rests entirely with the manufacturer. 


It would certainly be far better not to attempt a promotion until 
everything was just right, rather than to bring out a half-baked plan 
just to have something to talk about. 


This whole question of promotions for the hardware trade needs 
a real going over. There are small fortunes being needlessly wasted on 
inadequate efforts. The trade is beginning to sour on all promotions 
because of these bad efforts. 


And this is happening at a time when wholesalers and dealers are 
especially interested in good sales promotion ideas. They are more 
promotion minded now than ever before. They are fighting for more 
traffic, more sales and more profits. And they realize that good pro- 
motions will help them reach these goals. 


The biggest weakness of most promotions these days is that they 
seem to be planned to be of value to the manufacturer alone. The 
interest of the wholesaler and dealer and consumer seems to be over- 
looked. But we know that no promotion will ever succeed unless there 
is something in it for everybody, including the consumer. This sounds 
basic, and it is, but it often seems to be forgotten. 


The bad timing of most promotions is especially annoying to whole- 
salers. Often when they would like to cooperate, but can’t because 
the program doesn’t give them enough time to handle the work in- 
volved in getting news and working material of the promotion through 
their sales staff down to the dealers in all their territories. 


How much time is needed? It varies. But you can get a good, quick 
answer by checking with a few principal distributors and dealers. 
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Editorial 


continued 





They’ll be glad to spend the time with you. After all they, too, are inter- 
ested in a successful promotion. 


In checking with distributors, it is surprising how seldom a manufacturer 
ever checks a promotion with a distributor before it is announced. 


Wouldn’t it help avoid mistakes in setting up a promotion if a manu- 
facturer made it a practice to check details with a few key distributors and 
dealers during the planning stage? Why not set up an advisory panel for - 
this purpose? This is certainly not a revolutionary idea; it is being used for 
other purposes right now. Why not adapt it for better promotions? It’s an 
idea worth thinking over. 


Killing the eolden eOOse ... 


Next to bad timing, probably the most common weakness is to contin- 
ually have promotions where, in one manner or another, the price of a 
standard item is reduced. 


Normally the manufacturer attempts to put certain limits on the dura- 
tion of the offer to the consumer, or works out some other angle. But as 
far as the wholesaler and dealer is concerned, the promotion has the net 
effect of permanently reducing the price of that item, including the value 
of items already in stock at the various levels. 


Some manufacturers have run so many of these special price deals that 
they have permanently reduced the price of the item to the special price 
level. This also means that the margin on the item is permanently reduced 
and thus the product becomes less attractive to wholesaler and dealer. 


Dealers and wholesalers are literally flooded each day with announce- 
ments of new promotions. They can pick and choose es they will; and they 
can support only just so many. So what do they look for? 


First of all they look for a chance to make some money. It doesn’t do 
them any good to double the sales of an item if the margin has been cut 
in half for the promotion. Hence a good promotion must have profit for 
both dealer and wholesaler. 


Another important consideration is: Will the promotion just borrow 
sales from the future, or will it actually build new business? There isn’t 
much sense in putting a lot of effort into a deal that means heavy business 
now, but no business for the rest of the year while retailers work off stocks 
bought during a sales push. 



















I imagine that manufacturers who may chance to read these words will 
say that all these things are quite obvious. Perhaps they are, but from 
what comes across the desks of wholesalers and distributors these days it 
would seem that if these facts are known, they are not put to work. Yes, 
there are some good promotions put in the field. But we need more, many 
more. Next time you work a new deal, why not take time to check it in 
the field to be sure that it will be a success. 
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ONLY LOCKWOOD ‘R’ SERIES NOW with 
friction-free 


>a ame), 


* EXTRA STRENGTH — 
knobs are fully reinforced. 


*% EXTRA SECURITY — 
bolt has extra long throw. 


*% ENDURING SECURITY — 
solid brass 5 pin cylinder. 


*% STEEL MECHANISM — 
case hardened retractors. 


*% CONCEALED THRU-BOLTS — 
piloted bolt sleeves. 


‘ee 
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*% SELF-ADJUSTING — 
equalized knob projection. 


*% CHOICE OF OPERATION — Hole: ,4'{ele)> 
by turn or push button. RESIDENTIAL Mele .¢— 


% PANIC-PROOF — Dupont NYLON Bolt now optional on residential interior door 
inside knob is never locked. locks and latches. 


DURABLE — good for a lifetime of service. 
ATTRACTIVE — non-corrosive, lasting finish. 
FRICTION-FREE — easy, quiet operation. 


LOCK WoOo0oD 















State of the Union Message .. . 








BY WASHINGTON BUREAU OF HARDWARE AGE 


What it means to you 


You should follow developments in Washington 
closely this year. The wrangling and compromising 
of Congress and the Administration will affect your 
business more than ever. 

President Eisenhower is on a spot. He is faced 
with the need for a major defense buildup, and at 
the same time to correct an economic slip and woo 
voters for congressional elections this fall. 

Here are the major points of the administration’s 
program based on the State of the Nation message 
delivered earlier this month to Congress: 


TAXES—Postpone for a year a scheduled cut in 
the 52 percent top corporation tax rate and in ex- 
cise taxes. No personal or small business tax rate 
cuts, barring a major recession. Cut small business 
levies by $140 million a year by easing taxes on 
purchases of used equipment, by permitting some 
small corporations to be taxed as partnerships, by 
easing inheritance taxes on small firms, and by per- 
mitting original investors in small firms to deduct 
more losses. 


HOUSING—Ease interest rate limitations on home 
mortgages and raise maximum FHA coverage to 
homes costing $30,000. Make FHA mortgage financ- 
ing more attractive to lenders. 

The White House is also putting pressure on the 
Federal Reserve Board for further loosening of 
credit, primarily to aid home building. 


POSTAL RATES—Increase mail rates by $700 
million a year by raising all postage about one-third, 
and adding a new 5-cent fee for out-of-town letters. 
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MINIMUM WAGE—Extend coverage of the mini- 
mum wage-hour law to new workers, mostly in large 
retail stores. 


LABOR—Extend unemployment insurance to levy 
a tax on firms with three or fewer employees. 
Broaden workmen’s compensation laws. 


SMALL BUSINESS—Make the small business ad- 
ministration a permanent government agency and 
raise its loan fund by $53 million. Tighten up the 
antitrust and fair competition laws. Provide assis- 
tance to areas with regular unemployment. Begin 
turning over to the states the distributive education 
and the city rebuilding programs (grants for both 
projects will continue, but at lower levels, for some 
years). Combine employer social security and tax 
withholding reporting into a single form. 


GOVERNMENT SPENDING—A balanced budget 
of $74 billion with about $1 billion more for de- 
fense, a little less for civilian programs. An extra 
$100,000 to improve the consumer price index and 
the wholesale price index. 


FARM—Cut back price supports on many crops, 
and ease planting restrictions. Cut back the soil 
bank program. Require co-ops, including those 
which buy goods to sell to members, to pay more 
nearly normal business taxes. Reduce government 
financing aid to REA electric co-ops. 
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You get extras — at no extra cost — 
in TRU BLU tools by Wood:- 


1. Better selling: Everyone sees, “If 
it’s Wood, it’s good!” 


Better display in TRU BLU tools 
related color and finish. (Remem- 
ber, nothing looks worse than 
a rummage-sale assortment of 
brands and grades.) 


Better stock control when you set 
up your stock and re-order TRU 
BLU tools by Wood. Saves time. 
Saves money. Helps turnover. 


A complete line of hand tools — 
everything for farm, garden and 
lawn work: forks, hoes, rakes, 
shovels, spades, scoops, barrows, 
lawn sweepers—everything under 
one, accepted, advertised brand. 


Better selling because they look 
matched. Your customers don’t 
like a hodge-podge of tools at 
home any more than in your store. 


It costs no more, 

and it makes more for you 
when you fell your jobber 
you want TRU BLU tools 

by Wood ... Tell him today! 


The Wood Shovel & Tool — Piqua, Ohio 
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A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


12 


what about 


inventories? ... 


still more 


competition ... 


more credit 


sales... 


phony pricing 


under attack. . 





Dealers are cautious about their inventories these days. This is a 
time for tighter stock control. You don’t want your capital tied 
up in slow-moving items. Neither do you want lost sales on faster 
turning merchandise because of outs. HA Recommendation: Use 
HARDWARE AGE stock control sheets to keep your ordering in line 
with sales. These sheets show you which items are selling well, 
which ones are moving slowly. Stock control takes time and effort, 
pays off in better investment of your inventory capital and in more 
sales and profits. 





More competition for hardware dealers looms from food super- 
markets. American Rack Merchandisers Institute prepares rack 
jobbers to set up more non-food departments in supermarkets. One 
supermarket chain plans new stores which will carry 25,000 non- 
food hard and soft goods items and only 6000 food items. Chain 
expects to be competitive with discount houses, it says. HA Recom- 
mendation: Play up in your promotions why it pays to buy hard- 








ware and housewares in a hardware store. Feature advantages of 
buying in your store: delivery service, credit terms versus cash 
payments, better values because of depth of stock and width of 
lines, service and salesmen’s product knowledge. Train employees 
to know quality differences between grades of products. 


The credit picture is somewhat clouded these days. Some retailers, 
notably department stores and furniture dealers, woo new credit 
accounts to spur sales. Others, chiefly auto dealers, tighten credit 
terms, screen applicants more carefully. HA Recommendation: 
Look over your credit program carefully as the big lawn and garden 
selling season approaches. Credit can aid in selling big-ticket items, 
such as power mowers, also to sell a number of items as a complete 
lawn and garden package. Caution on credit is wisdom at all times, 
but don’t overlook sales potential in credit if conditions are good in 
your marketing area. 





The Federal Trade Commission is cracking down on merchants 
who feature phony list prices. FTC claims some dealers feature 
goods at supposedly marked down prices when these are the actual 
retail prices. Such pricing is a violation of the FTC Act. HA 
Recommendation: Watch how you handle price comparisons in your 
ads. FTC isn’t the only one interested in price-packing. Customers 
also are wary Of ads which feature too wide a spread between 
actual price and so-called value. When you use comparative prices 
give a logical reason for the markdown, make the markdown a 
reasonable one. 


... turn to p. 70 for more news on how’s the hardware business 
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Double your glue profits with these fast-selling glues 


plus the new Weldwood 
Counter Model Adhesive Center 


~ steps up turnover, cuts inventory, saves 



















shelf space. 

@ stocks the 4 glues that cover 95% of your 
market. 

@ $25.06 profit on a $39.88 investment (over 
38% profit ) 

® color-keved selector chart and clearly 


marked prices help : vour customers select 
the right glue. 








@ backed by national advertising to con- 
sumers and woodworking, construction, 
and boatbuilding trades. 


THIS SELF-MERCHANDISER FREE 
WITH YOUR INITIAL ORDER 


W eld Ww OO size rivorr titoto | 


United States Plywood Corporation 
Dept. HA 1-30-58, 55 West 44th St., N. Y. 36, N. Y. 
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Please rush me my Weldwood Adhesive Center 
(counter model) complete with adhesive assortment, 
at special price of $39.88. (Retail value—$64.94. ) 
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non-yellowing sealer and undercooter, and base —dq variety of real wood 
finish brings out the for colors-in-oil. Pre- veneers in handy rolls, City pees Zone... .State...... 
natural beauty of all vents wild grain and for covering exposed 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Hammer line in two styles 
“stwing’s newest line of straight 
and curved claw hammers is called 
the 3 in One. Features include a 
special Estwing Cushion Grip, un- 
breakable one piece construction, 
permanent balance and tempered I- 
beam shank. Comes in straight and 
curved claw design with polished 
finish in three weights—12 oz at 





ormerettterccrate Xt tt ae 


$5.25, 16 oz at $5.35, and 20 oz at 
$5.45. Estwin Mfg. Co. 


For more data circle No. 1 on postcard, p. 53 


Vinyl-aluminum bathroom set 
Housewives will be interested in 
this unusual set of Detecto bath- 
room accessories made of aluminum 
and covered with a patterned clear 
vinyl. Included are: hamper that 
is snagproof, sanitary and well 
ventilated, sells for $12.95 east and 
$13.95 west; aluminum waste bas- 
ket, for $4.95; aluminum brush 
holder to hold a long handled brush 
and two pans for scourers and so 
on, sells for $5.95. The entire set is 
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finished in gold-tone trim and large 
matching towel rings and is avail- 
able in white, green, blue, black, 
maize and pink. Will not rust. De- 
tecto Scales, Ine. 


For more data circle No. 2 on postcard, p. 53 


5 qt electric Dutch oven 


Waterless cooking and thermo- 
statically controlled heat are advan- 
tages offered in this Mirro-Matic 
electric Dutch oven. Everything 
from frying and baking to hot 
table service is provided by this 





unit which has a detachable heat 
control to permit immersion for 
washing. The automatic appliance 
will cook and keep food warm with- 
out watching. The heat control plug 
is interchangeable with the Mirro- 
Matic fry pan. Oven retails for 
$19.95. A whistling teakettle, cake 
mold and a pizza pan are also avail- 
able. Mirro Aluminum Co. 


For more data circle No. 3 on postcard, p. 53 


Dust mop line in color 
Six colors and virgin nylon yarns 
will make this line of dust mops in- 





teresting to your customers. The 
Carousel mops have an oversize tri- 
angular nylon yarn pad, moulded 
nylon bearings and a flexible frame, 
a vinyl covered metal handle and a 
rubber bumper hook. Colors are 
red, marigold, green, turquoise, 
vellow, and pink. Each mop comes 
packed in a transparent plastic bag 
and sells for $3.95. The company 
also offers a $3.95 wet string mop 
made of DuPont cellulose sponge 


HARDWARE AGE, JANUARY 30, 1958 





Want more information on these 


products? Then use free post 
card on pape 53. 





THAT CAN HELP YOU BUILD 


BETTER STORE PROFITS 





yarn in turquoise. O-Cedar Div., 
American-Marietta Co. 


For more data circle Ne. 4 on postcard, p. 53 


Two power lawn mowers 

Two 21 in. power mowers have 
been added to the Clemson line for 
1958. The 21 in. Power Drive Jr. 
(shown) features simple adjust- 
ments for reel and bed knife and 
cutting height. It also offers handle 
control operation. Priced at $124.95. 
The second model is a push type 21 





in. rotary mower which is an en- 
larged version of the Clemson 18 
in. model. The unit is lightweight, 
easy to adjust and maneuver and 
sells for $109.95. 
Inc. 


Clemson Bros.., 


For more data circle No. 5 on postcard, p. 53 


Low priced star drag reels 
Economy minded fishermen will 
be customers for these two quality 
star drag reels just added to the 
Ocean City Flash series. One model 
(shown) has a 9-thread line capac- 
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ity of 150 yd and is priced at $5.95. 
The other with a 200 yd capacity 
sells for $6.50. 
bay and lake fishing and have nickel 
plated brass spools, free spool lever, 
on-off click, outside oil ports and 
torpedo handle. Both are available 
with the new Starless drag control. 
American Tackle & Equipment Co. 


For more data circle No. 6 on postcard, p. 53 


Four wall can openers 

Four different wall can openers 
have been added to the Flint line. 
Leader of the wall line is a die cast 





Soth reels are for 


item with removable cutting wheel 
at $7.95. A stamped opener with 
gear driven, removable cutting 
wheel sells for $5.95. Friction drive 
stamped opener at $4.50. These are 
finished in chrome. A nickel fin- 
ished friction drive opener sells for 
$2.49. Available with or without 
detachable magnets. A demonstra- 
tor display is available (shown) to 
merchandise these wall items in ad- 
dition to one hand opener. Geneva 
Div., Ekco Products Co. 


For more data circle No. 7 on postcard, p. 53 


Four gallon oval cooler 


This colorful oval cooler is deco- 
rated in a 3-dimensional, 4-color 





design and is Fiberglas insulated. 
Handy for camping, fishing, or 
patio use. The sturdy cooler is 
made of steel with a _ specially 
coated interior to resist rust and 
has a full bail handle. This Ther- 
mos brand item sells for $7.95 
without the slip-in food tray and 

(Continued on page 50) 


15 








TO HELP YOU SELL 





Want more information on these 
sales aids? Then use free post 
card on page 53. 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 





Combination repair package 


Duro Plastic Aluminum and Duro 
Plastic Rubber are combined in this 
Hardware Week special. It consists 
of eight 5% oz tubes of aluminum, 
four 4 oz tubes of rubber, wire dis- 
play rack, 3-color card and two 
sample applications. The aluminum 
seals, solders and repairs in one 
application. The rubber is a putty 
form of latex rubber that chemical- 
ly vuleanizes rubber or fabric ar- 
ticles. Both items are carded and 





retail for $1 each. Woodhill Chemi- 
cal Co. 


For more data circle No. 8 on postcard, p. 53 


Show-carded plumbing line 


Customers who like to help them- 
selves will welcome this line of 
plumbing hardware specialties. 
Each item in the line is carded and 
protected with a clear plastic dome. 
This show card packaging lets cus- 
tomers see and handle items with- 
out disturbing displays. There are 
10 items in this line, including tub 
and sink stopper chains, shower 
curtain hooks, and various hard- 
ware items for toilet repairs. For 


16 
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bin or perforated paneling display, 
each of the cards has instructions 
for installation of its contents. Ris- 
don Mfgq. Co. 


For more data circle No. 9 on postcard, p. 53 


Painting tool wall tower 

If you are cramped for space 
near the paint counter you'll find 
this compact wall tool tower espe- 
cially interesting. Hyde _ putty 
knives and scrapers are shown to 
best advantage on the 2% ft high 
by 16 in. tower. Fastens to a shelf 
strip, post or wall. This wine and 
gold colored revolving unit comes 
free of charge with a tool assort- 








ment. Catalog sheet available. 
Hyde Mfg. Co. 


For more data circle No. 10 on postcard, p. 53 


Waste basket merchandiser 
Impulse of Lustro-Ware 
polyethylene waste baskets will be 
with this unusual 
basket tree display unit. The com- 
pact steel unit displays eight popu- 
lar styles in a 3 x 8 ft area any- 
where in the store. The tree is free 
with an assortment of 46 waste 
baskets retailing at $99.82. All 


sales 


boosted waste 





items are labeled and pre-priced. 
Columbus Plastic Products, Inc. 


For more data circle No. 11 on postcard, p. 53 


Saw chain merchandising kit 
Profit Pak merchandising kit 
will help you sell more Atkins saw 
chains. The kit is packed in an at- 
tractive pocket folder and consists 
of newspaper mats, radio and TV 
spot announcements, publicity re- 
leases, sales letters, wall banners, 
and decals. A 20-page saw service 
manual and trouble shooting guide 
(Continued on page 62) 
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The Complete Line to Meet Every Customer Demand 


THERMDS. 


BRAND 


OUTING JUGS and ICE CHESTS 


Bring You Faster Sales because of... 


* Years-Ahead Styling 


* Highest Quality 
Construction 








*« Dramatic Advertising 
and Merchandising 


* The Selling Power of the 
THERMOS Brand Name 


*« Complete Line— 
Every Model for 
Every Market 
including Marine 





Colorful  Alavise 
to Boost Vour Soha’ 





Boats Sports Afield 
Field & Stream Sports Afield 
®) : Outdoor Life Boating Annual 
THERMOS® OUTING JUGS THERMOS” ICE CHESTS 
Py? Motor Boating Saturday Evening Post 
e White, double-coated, acid resistant, e Slip-in food tray, opener and ice pick. Rudder Yachting 


vitreous porcelain liner. Hot-dipped galvanized interior, off-corner 

ed Top® insulated, pressure- sealed for leak-proof, durable service. THERMOS jugs and chests will be 

seal stopper. ardware. s inge ; ; 

cen me Sturdy, plated hardware, stop hinge and advertised in color in all these maga- 

Extra-thick Fiberglas® insulation. improved, positive safety latch. cea q te q di 

Two-piece, deep-drawn, heavy gauge Exclusive two-piece, deep-drawn construc- apeancti Stine be VerCIERG Hants _ < 

. ‘ steel construction. tion with extra-thick insulation. play materials are also available to 
e Models and sizes to meet every need. Four sizes to meet every consumer need. help make your Picnic-Vacation pro- 
ALSO STAINLESS STEEL MARINE MODELS NOW AVAILABLE IN ALUMINUM, TOO! motion an outstanding success. 





NOW SELL MORE ICY-HOT” JUGS AND CHESTS THE AMERICAN THERMOS PRODUCTS COMPANY 
BECAUSE THEY'RE ADVERTISED AND LABELED 


NORWICH, CONNECTICUT 
“by THERMDS ..” 


CANADIAN THERMOS PRODUCTS, LTD, TORONTO + THERMOS, LTD, LONDON 





For the first time, this fast-selling promotional line has the 


added advantage of the sought-after THERMOS name at IT ISN'T A THERMOS PRODUCT 
the point of sale and is included in all THERMOS consumer 
advertising. Feature ICY-HOT for your big sales drives. WITHOUT THE THERMOS TRADEMARK 











HARDWARE AGE, JANUARY 30, 1958 











You'/|/ 
make 
48% profit 
on each 
tube they 
squeeze! 











$7 PLASTIC ALUMINUM 
WITH DIAMOND DUST 


A great product is born... Hercules Plastic Aluminum, : wz i iii 
only bonder with Diamond Dust. Actually dries tough P 
as steel—harder than lead! The only bonder 


packaged with twin applicators, one tube to a , 
streamlined billboard package—made to sell faster! SPECIAL INTRODUCTORY OFFER! 


Nothing is so versatile! e 48% PROFIT 
Makes a smooth, permanent bond ae 
With every dozen tubes you order, get TWO FREE 


without heat on metals, woods, 
plastic, porcelain, practically everything! TOTAL RETAIL VALUE... $14.00 
ee GEES ceecccecse Fae 


Fixes leaks, cracks, dents, repairs 
DEALER PROFIT ...$6.80 









































breaks. Perfect for the hobby-crafts 
‘seam customer. Big 51/ oz. tube... 
“ee a must in every household! 








ATTENTION WHOLESALERS: — 
Write Now for YOUR Big Profit Deal! HERCULES CHEMICAL CO., INC., 416 seinen ol New York 13, N. Y. 
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GIVE YOUR CUSTOMERS 
TWO DELUXE SCRAPERS 


FREE 


WITH EACH PURCHASE 
OF no. 1170 or no. 1171 DRAINER TRAY! 










































































Free Easel Display Pieces 
Free Window Banners 
Free Ad Mats 


Free Consumer Folders — Plus... Full-Color Consumer Advertising 


A z Ubbeouniaiad First . » » SEE DETAILS ON OTHER SIDE ===> 






















L. A dozen sets of 1903 and 
1904 scrapers, (in regular poly- 
ethylene bags), banded to- 
gether, and marked “BOTH 
FREE—-with your purchase of 
Rubbermaid Drainer Tray.”’ 


9 

~. A four-color wall or window 
display banner to herald big 
free offer. 


. Free proofs of promotion 
ad mats available for your use. 
Just request on above men- 
tioned order form. 








Kidbermaids. BIG FREE OFFER no. 1—ror 1958 


Here’s how the promotion works: 


For each dozen Rubbermaid Drainer Trays you buy—either #1170 or #1171... 
in any combination you want—you receive one #8858 promotion kit. 


#8858 promotion kit contains the following: 





BOTH FREE 









i 


Z. A dramatic easel display 
card to be placed with the 
trays—a real traffic-trapper! 


4. A sample of free traffic- 
building consumer folders with 
order form attached so you 
can obtain quantities for 
mailing to your customers. 


0. A letter explaining how to 
get maximum sales and store 
traffic from this promotion, not 
only in your Rubbermaid de- 
partment, but in your entire 
housewares department. 












...and the entire 
promotion is backed 
by full-color consumer 
advertising timed for 


March and April selling! 


ORDER NOW.. 


after March 15. 











BOTH FREE! 
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RUBBERMAID DRAINER TRAYS 





> Se 
— S 























RUBBERMAID, INC. . WOOSTER, OHIO 





. remember you get one #8858 promotion kit with 
each dozen drainer trays you order for this promotion. No order accepted 
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There’s a new line on this year’s income tax report, line 6(a), 


on expenses. It’s caused a lot of confusion and misunderstanding. 


Here’s a simple, authentic explanation of 


... How to figure 1997 


moeuas taxes 
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This article is the first of two on an important subject related to your federal 
income tax return. These articles were prepared for HARDWARE AGE by 
J. K. Lasser & Co., well known firm of tax advisors. The Lasser organization 
for several years has given HARDWARE AGB readers the significance of in- 
come tax changes. The second article in the next issue will take up deductions 
you can claim for entertainment, club and telephone expenses, and how you can 
prove expenses are tax deductible. 


Some persons jumped to the conclusion that 
this new line meant a Treasury crackdown on 
expense reporting. 

Newspapers reported that the Treasury was 
going to require executives, salesmen, and all 
others concerned to support their expense deduc- 
tions with records “itemized to the last penny.” 

Almost immediately a shout of protest re- 


by Howard F. Elin, partner 
J. K. Lasser & Co. 


and 


Sydney Prerau, director 
J. K. Lasser Tax Institute 


In November, the Treasury distributed some 
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advance copies of the 1957 Form 1040 which has 
a new and separate line, line 6(a) for reporting 
travel, reimbursed and outside salesman ex- 
penses. 


sounded throughout the country from executives 
and salesmen. 

The Treasury was quick to reassure taxpayers 
that the new line did not mean a stiffening of 






(Continued) 


its policy, but admitted that the new line would 
help spot those returns where the expenses would 
appear disproportionate to the taxpayer’s in- 
come, 

A week later, it made a complete about-face 
and said that line 6(a) does not have to be filled 
in for 1957 because taxpayers weren’t given suf- 
ficient warning. But it intimated that taxpayers 
would have to use it in their 1958 and future 
returns. 

The dispute over line 6(a) doesn’t affect all 
your business expenses. That’s because various 
expenses you can deduct do not get the same tax 
treatment on your return. Business expenses 
may be either: 


(1) Deductions from your salary or business 
income in finding your adjusted gross income 
on page 1 of Form 1040; or 


(2) Deductions from adjusted gross income 
which you can take if you do itemize your de- 
ductions on page 2 of Form 1040 and do not use 
the standard deduction. These are expenses such 
as entertainment, gifts and club dues. 

Line 6(a) involves only the “page 1” expenses 
which include: 


Outside salesmen expenses; 
Travel expenses away from home; 
Reimbursed expenses; and 
Transportation expenses. 


But if you do not have to use line 6(a) in 
your 1957 return what do you do? 

The Treasury now says you are to report your 
expenses as you did in the past. 

In prior years, you were required to deduct 
your travel and reimbursed expenses on line 5 
where you also reported your salary. Generally, 
travel expenses were listed on separate sched- 
ules attached to the returns with the totals de- 
ducted on salary line 5. 


Practically, line 6(a) merely shifted the re- 
porting and deducting of travel and reimbursed 
expenses from line 5 to line 6(a). 

In other words, instead of computing your net 
salary after travel and reimbursed expenses on 
line 5 as in the past, you were going to be asked 
to make the computation on lines 5 and 6(a). 

If this was all there was to the addition of the 
new line, then why the fuss? 

Actually it was not the line itself that was 
objectionable. It was the indication of a tighten- 
ing of Treasury policy in regard to expense re- 


How to figure 1957 income taxes since line 6(a) has been added to report 





porting and more specifically in its treatment of 
reimbursed expenses. 

Line 6(a) emphasized the long-standing rule 
that reimbursements have to be reported as in- 
come and the expenses the reimbursement cov- 
ered itemized as offsetting deductions. 

This rule, of course, puts the burden on tax- 
payers to prove that reimbursements actually 
covered deductible expenses. If they fail to do 
this, they are hit with the income reported in 
line 5. 

To avoid the problem, especially where there 
was a wash-out between the reimbursement and 
expenses, many taxpayers never complied with 
the rule. 

Does the Treasury announcement mean that 
for 1957 it will not strictly enforce this rule? 
It may—for the Treasury in its announcement 
took notice of the taxpayers’ protests in the fol- 
lowing words: “Taxpayers have emphasized to 
the Service that most employees who receive 
reimbursement for expenses file bills and re- 
ceipts with their employers and do not retain 
copies. To attempt now to secure data would 
place too great a burden on many taxpayers.” 


On the other hand, the Treasury warns “This 
decision does not change the long-standing rules 
which it has been following with respect to sub- 
stantiation of deductions when a taxpayer’s re- 
turn is audited.”’ 


Thus the door remains open for Treasury 
insistence that reimbursed expenses be supported 
by proof. To play safe all taxpayers should have 
proof of their reimbursed expenses even if they 
do not fill in line 6(a). 


Now let’s see what expenses you claim for 
your greatest tax savings. 


Are you a self-employed businessman? 


You may deduct all of your ordinary and nec- 
essary business expenses. While the new Trea- 
sury policy is not directed at you, it would be 
wise to keep adequate records, especially where 
your deductions are for traveling expenses, club 
dues, business gifts, entertainment costs, and 
other expenses which an executive might incur. 


Are you an outside salesman? 


You can deduct your business expenses even 
where you use the standard deduction and 
whether you are an employee or an independent 
contractor. These include traveling expenses 
away from home, entertainment costs, secre- 
tarial help, telephone and telegraph costs, and 
similar expenses. 


But you must spend most of your time selling 
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your travel, entertainment deducts 


outside of your employer’s place of business to 
qualify as an outside salesman. You do not 
qualify where you make occasional outside sales 
or devote a large part of your time to service 
and delivery. 


Are you an executive? 

You can deduct traveling expenses away from 
home, transportation expenses and reimbursed 
expenses, where they are incurred in the busi- 
ness of your employer, regardless of whether 
you elect to use the standard deduction. 

(1) Local transportation expenses include 
only the costs of actual transportation that are 
necessary in your job: for example, travel to 
see customers or deliver merchandise. Here’s 
a list of expenses you may and may not deduct: 


You can deduct: 


Cab fare and tips. 

Bus fare. 

Subway fare. 

Automobile costs (You deduct a portion of 
your total automobile costs that is equal to the 
percentage of use of your automobile in your 
job. ) 

Any other expense that is a cost of trans- 
porting you from one place to another. 


You cannot deduct: 


Meals. 

Hotel bills. 

Baggage checking fees. 

Tips that have nothing to do with the actual 
transportation. 

Telephone and telegraph costs. 

Display expenses 
costs). 


(hotel and sample room 


All commutation expenses between your home 
and your job. That you use your car because 
you have to carry tools to work makes no dif- 
ference. 

(2) Traveling expenses away from home in- 
clude living and other costs as well as the cost 
of transportation. Thus, when you travel away 
from home on a business trip: 


You can deduct: 


Plane, railroad, taxi and other transportation 
fares. | 

Meals, lodging, and hotel expenses. 

Tips, telephone, and telegraph costs. 

Baggage charges (including insurance). 

Porter’s charges, public stenographer’s costs. 

Attendance at business convention in connec- 
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TICKETS 








tion with rendering services as an employee. 


Display expenses (hotel and sample room 


costs ). 
Auto expenses used for business purposes 
away from home. 


The Treasury says traveling expenses do not 
include cleaning and laundry expenses, amounts 
paid for business entertainment, or the cost of 
commuting between the hotel or other place 
where you get your meal and lodging and the 
business location where you perform your ser- 
vices. 

However, if the only available hotel is a 
considerable distance (say 10 to 15 miles) from 
where you are to work while on a business 
trip, you can deduct the cost of commuting 
from the hotel. 

Furthermore, cab fares and other transporta- 
tion expenses incurred in getting from one 
customer to another or place of work to another 
are also deductible. 


When you deduct travel expenses away from 
home and transportation expenses, you attach 
to your tax return one of these statements: 


(1) Statement showing the following infor- 
mation: 
The nature of the business in which engaged. 


The number of days away from home dur- 
ing the year on account of business. 

The total expense incident to meals and lodg- 
ing while absent from home on business during 
the year. 

The total other expenses incident to travel 
and entertainment which are claimed as a 
deduction. 


(2) Form 2106, called ‘“‘Worksheet for Use 
of Taxpayer Claiming Local Transportation, 
Travel, or Outside Salesman Expenses Incurred 
as an Employee.” You do not have to use this 
form, but you may find it useful in itemizing 
your automobile expenses. 


The second article in this series will take 
up what entertainment expenses, club dues 
and telephone costs you can deduct, and how 
you can prove your expenses. 
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New, visual front is one of benefits of modernization .. . 


You want more traffic. ones each had a 5-ft ledge with high background 
You want that traffic to stay in your store longer, forming closed windows. 
looking at merchandise displays and spending more The entire front was removed. An all-glass front, : 
money. including doors with aluminum trim, was installed. 
Wilbur Sweetnam wanted these, too, for his hard- The all-glass front is of the ceiling to floor type. 
ware store in Peoria, Ill. Mr. Sweetnam got them The old ledges were removed. The five feet these 
by remodeling his store. occupied was added to the floor space. a 
The remodeling took a year. When completed Portable perforated panel board affords a back- 
Sweetnam Hardware at 2217 S. Adams St., had a new ground for the window displays and does not ob- 
visual front, more display and sales area by taking scure the view of the rest of the floor. 
out windows, and improved fixtures and store layout. Mr. Sweetnam studied artists’ drawings of dif- 
The changes began with the outside. The front ferent set-ups for a couple of months. Practically 
was entirely changed. all drawings provided for two entrances adjoining 
The old front had two entrances and three win- each other. 
dows. The central window between the two en- He visited several stores having this type of en- 
trances did not have a display ledge. The two side trance and noticed how visitors entered and left. It 
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How an Illinois hardware dealer gained 
extra row of gondolas with narrower 
fixtures; added wall display areas; installed 


visual window in new store front. 


| better displays 


Shelving above, ledges 
below, give more dis- 
play space on wall 
for housewares, gift- 
wares 


Painted areas set off Narrower display fix- 





tures give four for 
three rows in same 
floor area 


seemed that people did not realize that beth doors 
would swing and waited for others going in and out, 
making for congestion when traffic was heavy. 

The old store had no such congestion, so the two- 
door separate entrances were left in the same loca- 
tions but were made six inches wider. 

A canopy over the front was erected. This is eight 
feet wide, of anodized aluminum. It is ventilated so 
air can get through and heat cannot collect under it, 
yet it keeps out rain and snow. 

The front above the canopy was covered with 
green corrugated fiberglass. Maintenance cost for 
this space and the wood part of the old front has 
been eliminated. The only part of the front now hav- 
ing to be repainted are the supporting posts. 

The housewares and gift section occupies a large 
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Modernizing for better displays 


(Continued) 


part of space along the right wall. In the old set-up 
a mirror back and glass shelves extended down to 
a wide ledge. Below the ledge were compartments 
for surplus stock. 

The ledge and the compartments were entirely 
removed in the remodeling, giving room for the addi- 
tion of three more shelves at the bottom on a base 
of formica with chrome trim. The mirror back was 
removed and replaced with perforated panel board. 

The canopy above the shelves was not removed. 
The wall is a false partition in front of the over- 
stock area. Containers sometimes are piled higher 
than the canopy, giving an unattractive appearance 
from the selling floor. To correct this perforated 
panel board was installed from the back of the 
canopy upward. This hides the containers and forms 
an attractive background for displays on the canopy 
of hampers, wheel toys, and other large objects. 

The removal of the window ledges made room for 
a clock bar between the housewares shelves and the 
window. This is eight feet wide. It has a perforated 
panel board back in squares of different colors, with 
an electric clock on each square. Many styles in a 
wide range of prices are shown. The bar has a 
capacity of 21 clocks. 

On the left side of the store a perforated pane! 
board back was installed for the entire length. 

The paint department is in front. Metal pull-out 
shelves, each carrying a row of paint cans from 
front to back, were put in. These pull out and tilt 
down, making it easy to get hold of the cans. When 
tilted down, these also give room to put fresh cans 
of paint behind the others in the row. Mr. Sweet- 
nam had some made of heavy metal and a large 
hand-hold. These are satisfactory and a great con- 
venience. 

Paint brushes next to the paints are displayed on 
metal hooks on the perforated panel board. Mr. 
Sweetnam had holes drilled through the brush han- 
dies so they can be hung on the hooks. For the most 
expensive brushes, he had the ends of the hooks 
threaded and a locknut put on so these could not be 
easily removed by the too-eager visitor. 

The next section is for tools. The perforated pane] 
board and hooks made it possible to show a large 
assortment of saws, hammers and other hand tools. 
On the ledge below, new glass dividers separate a 
wide variety of smaller tools. Many of these had 
been kept in cabinets and drawers, eliminated in 
the new set-up. 

A third section displays power tools and builders’ 
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stocked on 


Paint is 
shelves 


pull-out metal 


hardware where customers can easily see just what 
they want. 

In the former set-up there were three rows of 
gondola fixtures. These have been superseded by the 
new association fixtures which are 42 inches. By 
this addition of space, along with that gained by 
the removal of the wide ledge in the housewares sec- 
tion, four rows of gondolas are now used. All aisles 
have been widened. 

In the rear of the store new wall fixtures for farm 
tools such as forks, rakes, etc. allow a much larger 
display. 

To top off the improvements, a new air-condition- 
ing system, using no water and of larger capacity 
than the former one, makes the store about as mod- 
ern as one can be. ®h nd 


Paint brushes are displayed on perforated panel board... 
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ttractive displays pay off 


How Greens’ Hardware gave special attention to 
a Christmas display, as it does with all displays, 


; and the 1957 window trim caused traffic jams. 


Do you have mixed emotions 
about the value of store display? 

Display pays off, in traffic and 
sales, in the kind of reputation 
that keeps bringing customers 
back to your store to buy. 

Arthur B. Green, Jr., of Greens’ 
Hardware, Huntington Park, 
Calif., has known this all along. 


Greens’ is noted for unusually 
good window and interior displays. 
Its owners feel that the costs of 
displays are an investment in the 
future. 

“Good display is vital to modern 
merchandising,” Mr. Green said. 

Women prefer to shop in a hard- 
ware store that is artfully: and 


This hardware store Christmas display stopped traftic. 
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tastefully decorated, and women 
do most of the Christmas buying, 
Mr. Green added. “About 80 per- 
cent of our trade is women,” he 
said. 

When Mr. Green had his Christ- 
mas display erected for the past 
season, he had no idea of the re- 

(Continued on page 44) 
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Customers can handle, but not 


How to keep portable hand tools on open display to encourage sales, 


yet prevent pilferage, is a problem with many hardware stores. 
Here is a fixture you can build that combines both of these features. 


Hardware dealers are concerned about pilfer- 
age in portable hand power tools that sell best 
on open display. 

Here is a unit specially designed to be installed 
along a wall section or as a free standing floor 
fixture with two of the slope top units being 
used back-to-back, sized to fit available floor area. 

A short length of 14 in. inside diameter pipe or 
metal tube is inserted in each hole drilled in the 
top. Each drill holding a 4 in. bit in the chuck 
will fit in snug and support the hand drills in a 
vertical position. 

Be sure to drill the hole for the cord large 
enough so the plug at the end will pass through. 

Sash weights are wired on to each cord. When 
a customer or salesman, lifts the drills the length 
of cord will pull through the hole until the weight 
acts as a stop. 

After all the tools have been plugged in, the 
panel (B) complete with its plywood shelf, can be 
inserted and screwed into position. This will hide 
the lengths of cord and sash weights. Additional] 
tools can then be displayed on the shelf, or it can 
be used for the back up boxed stock of the tools 
on display. 

This method of merchandise presentation will 
of course, stop pilferage. With each tool being 


plugged in at the base, they can be switched on 
to demonstrate. 

Portable power saws can be displayed on the 
upper shelf with each saw blade inserted in the 
slots. 

The saws and other portable power tools are 
fastened to the shelf, or on metal holders inserted 
in the holes in the perforated panel side wall, with 
short lengths of thin chain to prevent pilferage. 

The shadow box can be built as a detachable 
unit secured to the side wall with metal angle 
irons. 

A fluorescent light fixture can be installed in- 
side the top of the shadow box. The light will 
reflect down on to all the small portable tools or 
attachments on the rear perforated panel. 

A slot can be cut into the strip of plywood at 
the top of the shadow box to hide the light fixture. 
A piece of opaque sheet plastic can be installed on 
which a suitable message or brand name, may be 
lettered. The concealed light will shine through 
the opaque sheet plastic to add emphasis. 

Power tools can be displayed on individual 
stands on the low base shown adjacent to the 
special portable drill unit. The bases should be 
constructed in separate 6 ft lengths with % in. 
plywood used for the top of each base nailed on 
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to the 2 x 4 in. wood frame. Size the width of the 

plyscore so about 2 will overlap at the front to 

provide toe space. 

The over side wall fixture light strip and (C 
indicates an easy and inexpensive method of in- 
stallation secured on 14 in. lengths of % in. pipe 
equipped with 3 in. diameter flanges. The flanges 
to be attached to the pine board light strip should 
be cut with a hack saw to provide room for the 
fluorescent fixtures to pass under the pipe. 

. The section of side wall (baffle area) over the 
light strip up to the ceiling, can be used for deco- 
rative art work or photo blow-ups showing me- 

6 chanic using one of the power tools. 
ilfer to ols A good color scheme is the slope top counter in 
p a medium grey semi-gloss enamel, the perforated 
hardboard side wall in a medium blue. The upper 
baffle area can be flat yellow. © End 
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Leon Nickels Ace Hardware store in neighborhood shopping location. 





Shopping center grows 


around hardware store 


Here is what dealer gains in new 
location: open windows, full-view 
sales floor, spacious parking lot 


Many hardware dealers would like to have their store in a shopping 
center. 

These dealers longingly look at the advantages of ample customer 
parking space, and in the store spacious aisles for new fixtures in bright 
surroundings with lots of traffic. 

These dealers also longingly look at the nut they would have to crack, 
mainly in high rental. 

A hardware dealer in Kenosha, Wis., thought of all these angles and 
came up with an answer. Maybe the same answer will solve your prob- 
lems, if you want to make an investment or have some financial backing. 

This dealer is Leon Nickels. For 38 years he had an Ace Hardware 
store in a neighborhood type shopping location. Then he teamed up with 
a local grocer. They built their own shopping center. 

Town ’N’ Country Shopping Center has four stores. One is Mr. 
Nickels’ hardware store. Another large store is the super market. Two 
smaller stores are for rent. 

This is what Mr. Nickels got in his new location: 

A main sales floor, 100 by 100 feet, without structural columns. 


30 


A Before 


After > 











HARDWARE AGE, JANUARY 30, 1958 














Leon Nickels’ new Ace Hardware store, key store in a new shopping center. 


partments visible. The store is spacious. Cus- 
tomers can find departments easily. 

The fireplace goods department, for instance, 
is on a low island. Andirons, buckets, and logs 
are on the top shelf. Screens and tvols are dis- 
played on the lower shelf. 

Bathroom supplies also are on these same type 


An 8000 square foot basement. 

An 80-foot conveyor between the basement 
and sales floor. 

Two check out counters at the front. 

One check out counter at the rear. 

A 500-car customer parking lot. 

The sales floor has two special features: All 


departments are visible from every place on the 
sales floor, and control of traffic that guides 
customers to side and rear departments. 


of low islands. Bathroom cabinets are displayed 
on two lower levels, slanted to the back. 
Displays also are at the end of islands. Perfo- 


Low island display fixtures make all the de- rated paneling backs up the ends of islands. A 


A main sales floor without structural columns, plus wide aisles, and plenty of lights are some of the benefits of relocating 
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Shopping center grows around hardware store 
(Continued) 


shelf, a few inches above the floor, displays mer- display front window and these 22-foot counters 
chandise. to the middle front of the store. Traffic then 

The traffic flow is controlled by the arrange- flows down the center aisles, to the rear and 
ment of fixtures at the entrances. Entrances are fans out on both sides. 


at the front, at each front corner. , ; 
a ; Interior features are: 
Two counters are parallel with the 100-foot 


. P ae ighting, recessed, inst: starting four-tube 
front window. Each counter is 22 feet long. q Lighting baa instant vgs ue a 
. yrese y - general, overall illumi- 
Each counter starts at an entrance. ecstriger “ ting i pe mM, OVErS —e , 
ation. S y xtures over each dis- 
Traffic must move along an aisle between the nation. Double spotlight fixtures - “ 


play island, and also in the front window area. 
Floor, asphalt tile, grey and white flecked. 


Colors, distinctive for each department. 















_ | — , | Shrimp red for plumbing. 
Ocean spray green for builders’ hardware. 


Aqua blue for housewares. 





Jonquil yellow for power tools and paint. 
Robin’s egg blue for electrical goods. 
Off white for giftwares. 


Protection against pilfering is provided 
through location of the store office. The office 


2 — 


Fireplace merchan- 
dise has floor dis- 
play spot. 


Wall and bin dis- 
plays show full lines 
of hand tools. 
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volume through impulse sales. 
spot displays. 





Spot display is on main stream of traffic and helps build 
Store has two of these 


is on the mezzanine at the rear of the first floor 
sales floor. Special glass shuts off a view of the 
office from the sales floor, while those in the office 
can watch the sales floor. 

The check out counters are located to speed 
the handling of transactions with customers and 
to encourage sales. 

Two counters up front are flanked by spot 
display fixtures, to encourage impulse sales. 

The counter at the rear of the store serves 
contractors and do-it-yourselfers coming in off 
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Store inspection by Leon Nickels, owner, left; Richard 
Hesse, Ace president; Rudy Koller, Ace vice-president, 


right. 


the rear parking lot for hardware items. Builders’ 
hardware, plumbing, electrical, fasteners, tools 
and similar lines are located nearby. Charge sales 
are written up at this counter also. Early ex- 
perience indicates that a big volume of business 
will be handled at this counter. 

The building is concrete block and steel. Each 
large store has a pitched roof, with overhang 
forming a canopy over the front walk. The over- 
hang has recessed, colored lighting. 

The hardware store visual front is of 14-inch 


protected 
pilferage. 


Power tool display 
against 
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plate glass. 
at the corners. 


Shopping center grows around hardware store 
(Continued) 


Red, white and blue mosaic tile is 


Town ’N’ Country Shopping Center held an 


opening Nov. 


stores were opened for business. 


of the center. 
Mr. 


10, with 10,000 visitors. 
opening, for five days, started Nov. 12 when the 
A local news- 
paper published a special section for the opening 


Another 


handle 


Nickels, along with Rudy Koller, Ace vice- 


president, and the architect laid out the store 


and fixtures. 


LIGHT FIXTURE 
CANOPY 
\ 


QUICK SERVICE AND 
J CONTRACTORS ENTRANCE 


® End 
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SHOPPING CARTS 
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Check-out counter 
charge 
and cash sales. 
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Floor plan, pointing up traffic controls at both front entrances to attract customers to center, then to rear of store. 


HARDWARE AGE, JANUARY 30, 1958 












ake it RB«W 
steners 




















RELIABLE SUPPLY is assured by acres of warehoused stocks. STRONGER PACKAGES of rigid kraft-board (larger sizes are 


This picture proves too that people everywhere recognize the corrugated) cut spillage, breakage. Upside-down box (another 
quality in RB&W fasteners, because only good fasteners with RB&W first) is fumble-proof, eases handling. Oversized labels 
good reputation can sell in such volume. Cash in on this speed product identification. New packaging is part of RB&W’s 
acceptance—stock and sell the best-known brand. continuing effort to help you increase sales. 
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OADEST LINE of high-quality fasteners insures HANDY NEW WALL CHART is typical of RB&W sales aids for 
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INDUSTRY'S BR 


customer satisfaction. With RB&W carriage bolts, machine bolts, the trade. It has 12 sturdy tabs containing tables of RB&W’s 

P lag bolts and stove bolts, you can fill all orders promptly. And, list prices for each type and size of fastener—and space for you 
uniformly accurate threading plus uniform strength make for to write in your selling price per unit of sale for quick, accurate 
easy application, tight holding power. reference. 


DISTRIBUTORS 
FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. 


112th year 


HARDWARE AGE, JANUARY 30, 1958 








aE Se ne Ng 
Shy vata Ne 


Rots Atte * 


E] ro. 2 & sat 
eel : ; 7 eet 
& 2 to ; 
2s ee | ~ wes 
9908 ° - > ‘ we x . 
pig a Se R ng bP Ry Pg Ce POT PR Sey me "OS 300 3 : vy 
- os i 
‘ a, XA 
cs * Six 
7 


New Morrow-Thomas ware 


New home of Morrow-Thomas Co. 


How this Amarillo wholesaler celebrated its 50th year 
by moving to a streamlined one story warehouse. 


Morrow-Thomas Hardware Co. recently cele- 
brated its 50th year in hardware wholesaling. 

This golden anniversary took on much added 
luster as the firm moved into a new 105,000 
sq ft warehouse on an 18 acre tract of land, 
away from the congestion of downtown Amarillo. 

The Morrow-Thomas move is one of the recent 
of many such relocations by large and small 
wholesalers. 

M-T has been growing steadily for half a 
century. Expansion has been based on constant 
change to meet changing demands for merchan- 
dise and services. 

Here’s a brief rundown on M-T’s growth: 

© Formed in 1902 when a dozen or so far- 
sighted merchants bought out Stringfellow & 
Hume Hardware Co. at Amarillo. 

® Built a new retail store and wholesale ware- 
house in 1906. 

® Had first million dollar year in 1945. 

® Went exclusively wholesale in 1948. Estab- 
lished warehouses at Lubbock, Wichita Falls, and 
Abilene, Texas. 


® Closed Amarillo warehouse on Aug. 31, 1957. 

© Formally opened new Amarillo $550,000 
warehouse on Washington St., Oct. 5, 1957. 

® Current sales volume in the $5 million-a-year 
range. 


Here are some facts about the new warehouse: 
(1) More than four acres of storage on one 
floor, on an 18 acre site that leaves room for 


quadrupled expansion if need be. 


(2) Steel trusses, beams, and columns, with 
brick exterior. 

(3) Adjustable wooden stock bins for small 
items. Pallet storage under clear 14 ft ceilings 


for bulk stocks. 


(4) Building is sprinklered to cut fire insur- 
ance rates. 


(5) Loading docks are sized to handle any type 
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High ceilings allow fork lift trucks to 
stack pallets. 


M-T designed the order-picking truck. 
Bins are adjustable, and masked for 
quick change of identification. 


of truck or trailer. There is unlimited parking 
space for customers. 


(6) M-T-designed hand trucks are used for 
order picking. “Each order is filled completely 
and separately to minimize error.” 


(7) “We ship by common carrier... you don’t 
have to wait,” is the M-T delivery creed. “Orders 
in today, out today,” is the guarantee to dealers, 
made possible only with modern facilities. 

Paul Meador is Morrow-Thomas’ president and 
chairman of the board. He has been president 
since 1954. 

Fred Sullivan and Jack Husbands are vice- 
presidents. A. D. Cates is secretary-treasurer. 

® End 
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L ottore from Hardware Age readers 





Discount house selling may force 
new dealer attitude to some brands 


Dear Editor: 

1 am writing to compliment 
you on the fine editorial that 
appears in the Dec. 5 issue of 
HARDWARE AGE and especially 
upon the opinions expressed in 
the portion entitled, “It’s dealer 
acceptance that counts ...”. 

As a hardware retailer for 
more than 35 years, and having 
served through three genera- 
tions of family ownership of our 
business, I have learned through 
rich and sometimes rather pain- 
ful experience, the importance 
of constant recognition of 
change for the successful con- 
duct of any business. 

Change in buying methods, 
change in_ selling methods, 
change in merchandising and 
display, change in advertising 
and sales promotion — all are 
most important in meeting the 
constant change in consumer 
buying habits and the pressures 
of competition. 

For years we have considered 
it basic policy to merchandise 
nationally known and acceptea 
brands of merchandise and to 


merchandise to both the inde- 
pendent retailer and the chain 
store houses under different 
labels and at considerably vari- 
ance in cost. 

This unethical merchandising 
on the part of manufacturers 
was nipped in the bud by the 
concerted action of independent 
hardware merchants and others. 

The “discount” selling of 
brand name merchandise as it 
exists today certainly calls for 
some concerted action. Just as 
trading stamps have created a 
real problem and have required 
“tough decisions” by indepen- 
dent hardware dealers, sv 
nationally advertised brands, 
which, through extensive pro- 
motion, are ‘“pre-sold” to the 
consumer and are then sought 
for at “discount” prices, are 
rapidly creating another “tough 
decision” for either the inde- 
pendent dealer or the manu- 
facturer. 

We would like to suggest that 
you make available reprints of 
your editorial which so_ well 
expresses the situation so that 





Linemen, electricians... —s who co-operate fully at the local level they could be purchased by 
know good tools... are satisfied only ; , aes 
, , ' in manufacturers’ promotions. dealers and widely distributed 
with the best. When it comes to pliers, > ae ce : ; 
they know the best is Klein’s—famous In 1951 and again in 1956 our to their sources of supply. We 
for quality “since 1857.” firm was the recipient of a would even suggest that you 
For your top customers... those 





who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 


adequate. 





International Standard Electric Corp. 


Mathias KLEIN & Sons 
Lmneated 857 Com BLL 
t Y RMICK RDOAT . Hit A 4 LLIN 
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100 years of service 
to linemen,  electri- 
cians and industry is 
bock of this new 
Pocket Tool Guide No. 
100. A copy will be 
sent you upon request, 
without obligation. 


Foreign Distributor 


New York 





national award by the Brand 
Names Foundation which cer- 
tainly is tangible evidence of 
our efforts. 

The tremendous growth of 
discount house promotion of 
brand name merchandise during 
the past several years’ has 
created a situation calling for 
another “tough decision of 
change” among independent re- 
tailers. Some vears ago, when 
Sears and Wards first opened re- 
tail stores, a similiar merchan- 
dising crisis occurred because 
some reputable manufacturers 
attempted to distribute identical 


send reprints to each of the 
advertisers in your own maga- 
zine. 

We confidently believe that 
the manufacturer would rather 
have an opportunity to correct 
this situation than wait for 
“dealer acceptance” to do it. 

We rather feel that the whole- 
saler, who is the dealer’s best 
friend, would be very willing to 
co-operate in a concerted effort 
to have this discount situation 
corrected. 

“Consumer acceptance’’ 
through national advertising 
promotion is certainly helpful, 
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Like your sales big? 


SELL tie 




























" CHICOPEE: 


Fi BERGLAS | 


SCREENING 


$100-%150 UNIT SALES 


are yours when the Do-It-Yourselfer 
screens his own porch, patio or breezeway! 


Big sales... big market! Thousands are building screen porches. 
Additional thousands need porches for added living space and cool, outdoor 
summer comfort. 


Your chance for many sales. Big sales. Your chance to sell up to $150.00 
worth of screening, framing and related items at once! Ask your wholesaler 
how you can participate in the Chicopee-Reynolds patio promotion. 

- Get your free point of purchase patio display and free porch-patio plans 
for your customers! 


CHICOPEE Fiterstas Screening 


The do-it-yourself screening that’s best for porches and patios because 
it’s the easiest to work with, dent-proof and longer-lasting. 


CHICOPEE MILLS, Inc., Lumite Division, 47 Worth Street, New York, N. Y. *T.M.O.C.F. Corp. 
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Mr. Wholesaler 


There can be a good profit 
in Industrial Hardware 





Not this way 





Buying from 10 
sources means seeing 
10 salesmen 





10 times as many 
invoices, typing, 
bookkeeping, 
telephoning, 
telegraphing, 
trouble. 


Why try it the 
Hard Way 


THIS WAY 


Buy from 1 source 
that offers a complete 
line. See 1 salesman 


=a 


1 invoice, 

1/10 as much 
typing, 
bookkeeping, 
telephoning, 

1/10 as much trouble. 


This is the 
Practical Way 


We would like to show you how concentrating on 


Anchor Brand Hardware will pay off in several ways. 





























NORTH & JUDD 


Manufacturing Company 
New Britain, Connecticut 




















but faulty distribution of such 
merchandise, which permits 
large retail outlets to offer it 
at prices equal to or lower than 
normal dealer costs, will even- 
tually destroy both consumer 
confidence and dealer acceptance 
with serious consequence to the 
manufacturer. 

We’re old enough to. still 
believe that basic principles 
haven’t changed. Fair competi- 
tion is still the “life of trade”’ 
and, as you have put it, “fence 
straddling” cannot endure. 

John D. Bennett, Sr. 
President 
H. H. Bennett Hardware Co. 
Easton, Pa. 
Editor’s Note— 

Mr. Bennett’s letter describes 
this problem far better than we 
could express it. We’ve had com- 
ments on this editorial from 
many other readers. It is ap- 
parent that the whole trade is 
giving the subject much careful 
study. If you feel you'd like to 
encourage further study of this 
problem by mailing reprints, 
we'll be glad to send you a 
supply at our cost. We'll pay the 
postage on the shipment. 


A firm sales policy 


Dear Editor: 

I read with interest in the 
Dec. 5 issue of HARDWARE AGE 
the editorial, “It’s dealer ac- 
ceptance that counts .. .” I 
concur most heartily with the 
thoughts you have expressed. 

We, too, have “sensed a grow- 
ing feeling” in the wholesale, as 
well as the retail trade, that it 
was time for a manufacturer, 
particularly of fishing tackle, to 
make a firm decision and state 
how he intends to distribute his 
goods. 

And we have done something 
about it! 

Last August, American Tackle 
& Equipment Co. set down in 
black and white its distribution 
policies, making them abundant- 
ly clear to our distributor cus- 
tomers, tackle dealers and the 
public. 

We have taken this bold step 
and dedicated ourselves’ to 
leadership in the tackle industry. 
We sincerely hope that other 
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Paitig 
CB FOLDING DOOR HARDWARE 


MACKLANBURG-DUNCAN CO 


THE NEWEST SPACE-SAVING, SILENT-GLIDE, 
TROUBLE-FREE HARDWARE FOR INTERIOR DOORS! 


1 —_—_ IN AM) 
fi inelil 


Comes completely 
packaged with all 
necessary parts, 
screws and instruc- 
tions. 



























IDEAL FOR 4 PANEL OR 2 PANEL 
FULL SIZE OR HALF SIZE DOORS 


Here's hardware that can't be matched for ease-of- 
operation, ease-of-installation! New M-D Folding Door 
Hardware can be used on any interior door, on any 
thickness, for every opening! Gives full access to closets, 
yet saves valuable wall and floor space. 


ONE PACKAGE FOR ALL DOORS 
4" to We THICK 4 PANEL DOORS 


Completely packaged sets for 4 panel doors are ovai a for 40", 
50” and 610” openings. Same hardware fits all thicknesses of doors. 
Sets contain all necessary parts, plus screws and detai led illustrated 
instructions for installing. 





1 


* 

















NY 
a 














TWO PANEL DOORS _ completely a sets os 


| 2 pane! doors are available for 2'0", 2'6” and 30° openings. Sam 
a hardwore fits all thicknesses of doors. Sets contain all necessary “aso 
Y plus screws and detailed illustrated instructions for installing. 
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SMOOTHER OPERATING 


pasting bea ing glidin ng in top 


quality extrude a aluminum track 
assures effo rtle s, trouble-free op- 
par et Spec ol track de ion pre- 


sit nents ta th ack groove when 
ee emanate a plus! 











POSITIVE INTERLOCKING 
ACTION FOR PERFECT 
DOOR ALIGNMENT 


There's no question of door 
alignment with M-D's inter- 
locking door guide shown 
above. Doors snug together 
and will not creep open. 








S 
wan eree teeta DE aren? w — 
QuAt! TY oot hee apt 






MACKLANBURG-DUNCAN CO., BOX 1197,. OKLAHOMA CITY 1, OKLAHOMA 










EverYBODY 


is a customer for §-K/Lectrolite Wrenches 













































Including ‘Sena home handymen, 


appliance servicemen and even housewives 


S-K/Lectrolite Wrench Sets have great appeal for every type of hardware 
customer. In fact, hardware retailers who feature the S-K/Lectrolite line 
find that the big-ticket, big-profit sets produce twice the volume of indi- 
vidual wrenches alone. That’s the reason why wrench sets are such an 
important feature of the NRHA Approved S-K/Lectrolite No. 100 Wrench 
Merchandising Program. 


The S-K/Lectrolite No. 100 Program provides every sales tool you need 
to make wrenches one of the most profitable lines in your hand tool depart- 
ment. Designed to save space while effectively displaying the fastest selling 
wrenches and sets, the No. 100 Program lets you cash in on a superb quality 
wrench line priced to provide the wrench industry’s most outstanding 
values. Join the hardware retailers all Uver the country who are profiting 
from S-K/Lectrolite’s steady 3- to 4-time turnover. Ask your wholesaler’s 
salesman ... Or write, wire or phone S-K/Lectrolite Tools collect! 


APPROVED MERCHANDISING PROGRAM 





LE11 


S-K/LECTROLITE 
TOOLS 





3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 
DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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manufacturers will follow our 

lead. 
Robert Jerrett, Jr. 
Vice-president & 
general manager 

American Tackle & 

Equipment Co. 
A & Somerset Sts. 
Philadelphia, Pa. 


Editor’s Note— 

This policy was reported in 
HARDWARE AGE in the Aug. 29 
issue, p. 92. If you can’t find 
your copy of this issue, I’m 
sure a note to Mr. Jerrett will 
bring you a copy of this policy 
statement. It is well worth care- 
ful reading. 


A golden anniversary 
Dear Editor: 


For 80 years Weinnch Hardware 
has been known in this community. 
When my father passed away in 
1913 my brother and I continued 
the business. This year I sold the 
business. My wife and I celebrated 
our Golden Wedding Anniversary 
Oct. 16. 


When you take our name off your 
mailing list, would you add to your 
list of readers T. C. Parker and his 
son-in-law who are now going to 
open a Keen Kutter Hardware store 
in the same block where we were. 


Mr. Parker is a Shapleigh man 
of 28 years and I know he will have 
the best hardware store in this 
part of the country. 

He opened about the lst of No- 
vember. 

I shall never forget the HARD- 
WARE AGE from the little HARpD- 
WARE AGE to the big HARDWARE 
AGE. 

Lots of luck, 
H. H. Weinnch 
Chester, Illinois 


Editor’s Note— 

The hardware trade and Chester 
have lost a real stalwart iw Mr. 
Weinnch’s retirement. Our best 
wishes for health and happiness 
go to Mr. and Mrs. Weinnch. It has 
been our privilege and pleasure 
to count Mr. Weinnch as a reader. 
And Mr. Parker will be most 
welcome to the HARDWARE AGE 
family of reader-subscribers. 
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There's no seasonal slump in sales of 
Weller Soldering Kits. The demand 
for them remains the same all year 
‘round. Keep Weller Soldering Kits 
constantly on your counter. Without 
any effort on your part... they'll 
sell themselves . . . thanks to their color- 
ful hard-hitting display cartons. 


ADVERTISED IN 


Wa: 


wir ADVERTISEO 








Thee Satecretes becmiong 


POST 


MODEL 
8100K 
SOLDERING KIT 


... featuring the famous Weller 
INSTANT HEAT SOLDERING GUN 


Easiest-to-use soldering tool ever designed. Hold it like a pistol. Touch the 
trigger with index finger and presto . . . soldering tip heats instantly .. . 
dual spotlights flick on to light up work. There’s nothing like it for quick, 
accurate soldering . . . even in dark and difficult places. Guaranteed for 
1 year. UL approved. 


7 
% 
ti. 
~~ 





Kit Includes: ©@ Weller Soldering Gun ® Soldering Aid to 
(over 100 watts) loosen old solder 


@ Wire Bristle Cleaning @ Generous supply of 
Brush Kester Solder 


e* Keep Weller « 
@ consumer folders on your 


Rog ee WELLER ELECTRIC CORP. 


FREE on request. * 
601 STONE’S CROSSING ROAD EASTON, PA. 
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Attractive displays pay off 


LOW COST ATTACHMENT Commen 
‘tion it would bring. It turned out 

CONVERTS HOME FAUCETS | to te far more than just another 
»d display. 

INTO DRINKING FOUNTAINS | “tn addition, oticers of both the 


Chamber of Commerce and Junior 
Chamber of Commerce of Hunting- 
ton Park wrote to Mr. Green, laud- 
ing him for a major contribution 
to the whole business district. 

The best displays are usually 
simple, yet of high quality. Green’s 
used Christmas trims and figures 
sparingly while creating dramatic 
effects. 





$595 Retail 


HERE’S A GREAT NEW ITEM to intrigue every 
homeowner—the HAWS Fountainette—a com- 
bination smooth-flow tip and drinking foun- 
tain. Flip the lever, and up spurts a handy 
drinking bubbler stream. Flip it again, and it 
acts as a smooth-flow tip. Screws easily onto 
most standard aerator home faucets.* An at- 
tractive display carton catches the shopper's 
eye —a short message sells the Fountainette. 
And, best of all, it’s made by HAWS. . . recog- 
nized leader in drinking facilities since 1909. 


Motion adds interest 

A giant Santa and small elf were 
in constant motion, electrically 
powered, in the store’s main dis- 
play window to draw attention to 
gift lines. A sealed-beam 46 power 
floodlight bathed the rest of the 
store’s interior in light until late 








* by American Standard, Chicago, Crane, 









etnies Mabank ade Flip the lever... and drink! _ each night during the Christmas 
| season. 

Write for Out front, above the weather 

illustrated DRINKING FAUCET COMPANY 


canopy, seven feet high, full-di- 
mensional religious figures de- 
picted the Christmas story. 


“Customers told me that the fig- 
| A a 
ures were so real looking that they 
expected to hear the figures 
speak,” Mr. Green said. 


Here's an old line company with more than FIFTY On the same level. above the 
YEARS in WHEEL GOODS “or NOW one of the canopy, stood an 18 ft fir tree. 


At nation's leading manufacturers of QUALITY BOAT brightly lighted. At the top center 
| TRAILERS. A full line of Chattanooga Trailers is | of the upper display hung a large, 
available through your jobber. flickering Star of Bethlehem. The 
entire upper front of the store was 
framed in a border of gold and 
silver garlands, with 40 watt gold 
lights. 


information sheets. 





1439 FOURTH STREET « BERKELEY 10, CALIFORNIA 




















A professional job 

The display was created and in- 
stalled by professional decorators, 
“but well worth the cost in traffic, 
good will, and contribution to the 
downtown business effort,” Mr. 
Green said. 

Loudspeakers piped carols to the 
street to further enhance the dis- 
play, and attract additional traf- 
fic. Interior trims were kept simple, 
vet every bit as artful as the store 
| front. 


| A different display each year 
Chattanooga | will be designed and installed on 
an annual rental basis by the same 


WHEELBARROW COMPANY firm which conceived 1957’s traf- 
CHATTANOOGA 2, TENNESSEE fic-maker. °® End 


Naturally, they continue to make 
those excellent well-proven WHEEL- 
BARROWS, too. It pays to stock 
the Chattanooga Line, BOTH OF 
‘EM! Ask your jobber. 
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Increase your hardware sales with 
Amerock Hide-A-Shelves 


and Turn-A-Shelves 


4 + } 


; ? 
o 
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Two-in-one Hide-A-Shelf Hardware locks at both counter 
and desk heights. (See above and below.) One two-piece set meets 
all customers’ needs. Easily adjusts to help raise or lower 6 Ib to 
30 ib smoothly. Shelf stays perfectly level in motion, locks securely, 
releases easily. No need to fasten down appliance. Fits any en- 
closed space over 22 in. deep. Takes any width shelf. Retail $12.75 
per set. Dealer cost $7.65. 


} 








| 
I 


oi" 
































Sell Hide-A-Shelf Hardware for every room in the house. Makes 
low storage space easily accessible. Even when Hide-A-Shelf is 
installed with drawer under counter top, top position is comfortable 
for stand-up jobs. 














Turn-A-Shelves bring all contents of corner storage spaces 
to user's fingertips, allow builders and remodelers to plan roomy 
around-the-corner counter tops with extra handy storage be- 
neath. Installation is quick and simple. 








Simple stock meets all 
needs. Sell complete with these retail prices! 


beautiful Amerock steel Pivot-Bearing Set—$2.25; 
shelves or sell hardware for 29” Steel Post—$2.50: 
customer's wood shelves 
such as corner-door type 
shown here. 


40% dealer discount on 


Bracket for wooden shelves 
—$1.40; Steel Shelves with 
bracket, Copper-Glo finish: 
18”"—$5.85; 20"—$6.90; 24” 
—$7.80; 28”—$9.45. 


Advertised in BETTER HOMES & GARDENS KITCHEN IDEAS, 
Home Modernizing, Popular Science, ana Popular Mechanics. 


Store 
Demonstrators 
Show Operation 
and Application. 


Extra hardware 
for resale with 
each demonstra- 
tion returns full 
dealer investment. 





Hide-A-Shelf Turn-A-Shelf 


Ask your Amerock wholesaler 


Amerock CORPORATION 


Rockford, Illinois ¢ Meaford, Ontario 








Selling wire by the pound 
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77-4100 









ELECTRIC 
GENERATING 
PLANTS 
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r 4 
uw 
be 
& - 
& 
0 t 
a 
S 0 Length of electric wire in part coil is found out by 
ws y weighing it. 
z 
- 85 0: 
a S i 5 ‘ Here is a hardware dealer who These are the tables: 
5 ; finds out the length of electric 
i. =. wire in less than coil lengths by 
re Ww = weighing it. Single conductor TW 
+. » 0) This method t up b 
cag’ Zo - ee ee oe a ee Wire size Feet per pound 
& CEES Wo Miller’s Home Suppliers, Sara- ) : Mies 
see” < sota, Florida, to save time for 14. a ae 
i - 3 customers and store employees. 12 | -'3g8 
wee The method has proved ac- 
- » curate, by actually measuring 10 +. & 
= 0 7 out varied lengths and weighing Be ete ares tae 15.6 
al rT ; the wire. Electric contractors ; 
x like the service and are adopting : 
~ a it to their jobs. Non-metallic sheathed cable 
oe . o This is the way the method 14.2 | 3 re 
. 2 works. Coils of various kinds of - 
6 a5 wire were weighed. The weight 14-3 .- 10 
: oy was converted into feet. The 12-2 «10.4 
ie z figures were put in tables for the 10-3 Cte 


use of store employees. The 
amount in a part coil is quickly 
found. The part coil is tagged, 
showing the amount left for the 
next request for that kind of 14-2 . eee. 128 


wire. | Ae ae 


Underground flexible cable 


POWER 
LAWN 
MOWERS 
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NOW. . « for that needed drop of oil in HOME + OFFICE » WORKSHOP » AUTO + FACTORY 


“,) \w OIL:PEN : 


e Delivers one drop of oil at a time. No mess, no spill! 





e Guaranteed leak-proof. Safe in pocket, purse, drawer, 
tool kit! 


e Transparent plastic barrel shows when to refill. 
Uses any household oil! 


e Precision engineered to last a lifetime. Comes filied 
with oil. Ready to use! 


e Popular colors: red, yellow, maroon, blue, green! 





PATENT PENDING 


98c Retail 


\J want oil 





Place DOint where YO 


ass plunger Out ¢ 
Pr Mes 2 drop Of oj 








Blister pack holds individ- 
val Oil Pen...for bin, 
counter, pegboard display! 




















Set-up carton needs only 
small space counter dis- 
, play. Holds 1-dozen Oil 


Pens in assorted colors. 


Stand-up, hang-up display 
card. Holds 1-dozen Oil 


Pens in assorted colors. Oil Pen rack puts 24 Oil 


Pen blister packs out where 
your customers can buy 
them! 


EAST PROVIDENCE, RHODE ISLAND 
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Your Line with | 
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FISHING EQUIPMENT 
and reel in more profits! | 


Old Pal Fishing Equipment, long the 
favorite of fishermen, is now more pop- 
ular than ever. 

Old Pal’s new, two-color design adds 
new sales appeal that’s sure to attract 
more customers sure to mean 
greater profits for you. 

Old Pal equipment is engineered for 
convenient use and years of service. 

Old Pal’s new items create new inter- 
est. You'll capture an even greater 
share of the fishing equipment market | 
with the all-new and exciting items | 
now added to the Old Pal line. | 








New ! | 
Wade-R-Floater | 
No. 14G4. Designed to give 


fishermen a wider range of 
than heretofore 
sible. Floating (plastic ring). 
Galvanized; 


uses pos- 


one-piece; 


round. 66” adjustable shoul- 
capacity. 


der strap. 4-qt. 





New ! 
Elevator Bucket 


No. 20GI0EL. Special ele- 
vator device permits lifting 
minnows or any hard-to- 
handle live bait to top of 
bucket without getting hands 
wet. 





removable § 
lid. 10-qt.capacity. Alsofloat- & 
ing model (No. 24GI10EL). | 


One-piece; 


New ! 
Plastic Spin Kit 
No. 370. Exclusive design 


permits fast, easy selection 
of lures. Two clear plastic hinged lids open from 
either side. Piano type hinges prevent breakage. 
Colored plastic body has 16 compartments. 
Firmly anchored belt loop. 914” x 4” x 2” 


. 2 


‘ys j 











New! Motor Guard Chains 
Swivel snaps and oversize rings 

at both ends permit easy fas- 
tening. Vinyl coated to prevent 
marring, or cadmium plated 

to resist rust. 


> 






: % 
New ! Fish Stringers 


Center swivel permits rotary 
cadmium plated chain resists rust. 9 or 12 spring 
steel safety hooks. 


action. Strong, 





For profitable business, sell the complete line of 


OLD PAL Metal and Air Feeder Minnow 
Buckets, Bait Boxes, Worm Cans, Minnow Trap, 
Plastic Lure 


Boxes. | 
Write for free, illustrated catalog. 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 
Lititz, Pa. « Pascagoula, Miss. * Niagara Falls, Canada | 
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Convention Calendar 














conventions shows conferences 
— oe 
Convention Check List 
; jeta C nd shows listed below, see the alphabetical 
} start n page 83, Jan. 2 ue. The next complete listing 
will be t Feb. 13 issue. 
1958 17-18 Marshall - Wells - Kelly - How- 
a Thomson Co., Convention for 
y Marshall-Wells Dealers, Duluth 
2-3 Rice & Miller Co. Open House, 17-19 Marshall-Wells Co. Convention, 
Banaor, Me. Portiand, Ore. 
2-3. Smith-Woodwell, Inc., Open 17-19 Pennsylvania & Atlantic Sea- 
House & Spring Merchandise board Hardware Assn. 


Fair, Pittsburgh 


2-4 National Garden Supply Show 
New York 

2-4 Nebraska Retail! Hardware 
Assn. 

2-4 North Coast Retail Hardwore 
Assn. 

2-4 Oklahoma Hardware & Imple 


ment Assn. 


2-6 National Sporting Goods Assn. 
Convention & Show, Chicago 

3-5 New York State Retail Hard 
ware Assn. 

4-6 Kentucky Retail Hardware Assn. 

4-6 Wisconsin Retail Hardware 
Assn. 

5 Connecticut Hordware Assn. 

5-6 Emery-Waterhouse Co. Open 
House, Portland. Me. 

8-10 Alabama Retail Hardware 
Assn. 

9-10 Emery -Waterhouse Co., Open 
House, Manchester, N. H. 
9-11 California Retail Hardware 

Assn. 
9-11 Tri-State Hardware & Imple 


ment Assn. 
Virginia Retail Hardware Assn. 
Ohio Hardware Assn. 


9-11 
10-12 





10-12 Our Own Hardware Co., Con 
vention, Minneapolis 

11-14 lowa Retail Hordware Assn. 

11-14 C. Y. Schelly & Bro., Inc., Spring 
Merchandising Show, Allentown 
Po. 

16-17 Arkansas Retail Hardware Assn. 

16-18 Northern Wholesale Hardware 
Co., Convention & Merchandise 
Show, Portland. Ore. 

16-20 Gift Show, Dallas 

For complete details about conventions 


issue of Hardware Aae. 


18-20 Hardware Assn. of the Caro 


linas 

18-20 Michigan Retail WHardware 
Assn. 

18-20 Pacific Southwest Hardware 
Assn. 

19-24 Decatur & Hopkins Co. Spring 
Open House, Boston 


20-21 Marshal! - Wells - Kelley - How- 
Thomson Co. Convention for al! 


dealers other than Marshall- 
Wells dealers, Duluth 

22-24 New England Hardware-House- 
wares Show, Boston 

23-24 Mississippi Retail Hardware 
Assn. 

23-25 Tennessee Retail Hardware 
Assn. 


SAN Witeed: Minette: “thacdnies Mien 
24-25 Marshall-Wells Co., Convention 


Spokane 

27-28 Marshal!-Wells Co., Convention 
Billings. Mont. 

March 

2-4 Pacific Southwest Hardware 
Assn. Hardware & Housewores 
Exhibit. Phoenix 

2-5 Gift Show, Denver 

9-13 Gift Show. Boston 

10-19 American Toy Fair, New York 

16-18 Florida & Georgia Retail Hard 


ware Assn. 
23-25 South Dakota Retail! 
Assn 


Hardware 


April 


13-17 Southern Hardwore Convention 
Nlew Orleans 


and shows listed above the Jan. 2 


see 








Daily radio specials 
pull store traffic 


A mid-western store offers daily 
specials. 

Featured ‘something differ- 
ent every day specials” they are 
announced over the radio. 

The radio specials are shown 
each day in a small window with a 
sign reading, “Today’s radio spe- 
cial. Something different every 
day.” 


as 


The sign has an illustration of a 
modern microphone with the radio 
station call letters. 

Although every effort is made to 
have customers buy these items in 
person, phone call orders are ac- 
cepted. 

Under no circumstances will the 
dealer let a customer make one of 
the special purchases on any day 
after that on which the announce- 
ment was made. 
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HERE'S THE GREATEST REGINA PROGRAM EVER! 


introducing new better-than-ever models for 1958 








America's No.1 Polisher 
New ‘58 


REGINA 


CUSTOM 400 








POLISHER & SCRUBBER 
The polisher most people know and 


rb imetejlels advertisements 
Tale WAM oat-(o tb 4 ial -t-p 


Life 
Mere) 


McCall's 


Ladies’ 


Better Homes & Gardens 
American Home 

Living for Young Homemakers 
House Beautiful 


House & Garden 


Sunset 


New Homes Guide 
Home Modernizing 


House & Garderi's 
3100) elm sitlieliit: 


House Beautiful’s 
Building Manual 


Bride's 


\\ferel=tdameiale(s 
+ 


Home Journal 


Magazine 





America’s most sensational 


Bride & Home vacuum cleaner! New ‘58 


making 49 million consumer 600 
impressions from January 


through June! 


Eleclithheoom, 


Like no other vacuum! Sells like 


Plus full-page ads on wildfire—even to peopie who already 


want! More heavily advertised than Regina Model A 16-inch own vacuums! Sales doubled in 1957 


j ; ! > ° ‘ ‘ »! ; ; ~ : 
all other polishers combined! ree Twin-Brush Floor Machine alone! And every Electrikbroom 
best for over 25 years! New °58 aaa. eg owner raves about it! Great gift item! 
model improves on perfection with in § institutional publications New °58 model offers bigger filter 
better-than-ever motor, brushes tota/ circulation 200,000 area, roomier dirt cup, streamline 


bumper, ventilating system! 





><] ' 
design! 


TIE-IN! GET TOP VOLUME WITH REGINA—TOP NAME IN FLOOR CARE! 


Write TODAY for FREE dealer helps 

' Newspaper Mats « Statement Stuffers 

Radio Commercials * TV Commercials 
Give-Away Booklets 
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THE REGINA CORP., 67 Regina Avenue, Rahway, N. J 


IN CANADA: Switseon Industries, Ltd., Welland, Ontario 


' 

' 

’ 

’ ' 

I am interested in the Custom 400 Polisher and Scrubber, _._ the new 600 ' 
. : . ' 
Electrikbroom, Model A Floor Machine . 
Please send me: - 
, , ' 
__.Name and address of distributor for my territory : 

: ' 

REGINA dealer helps , 

' 

' 

NAMI STORE NAMI 
' 

' 

ADDRESS - 
’ 

’ 

CITY ZONE STATE 
' 

' 








WHAT'S NEW 





(Continued from page 15) 


$8.95 with tray. Also available is a 
19 in. aluminum ice chest at $17.95, 
and a 22 in. chest at $22.95. Amer- 
ican Thermos Products Co. 


For more data circle No. 12 on postcard, p. 53 


Rotating lawn sprinkler 


A 3 to 55 ft diameter circle of 
lawn is covered with uniform rain 
drop formations without flooding 
by this Gold Label rotating sprin- 
kler. I[t is 9 in. high with an 11 x 





11 in. sled guide base and an 11% 
in. spray arm. The ballbearing 
head, base and swivel coupling are 
heavily chrome-plated. Other parts 
are enameled. The non - tipping 
unit retails for $7.50. H. B. Sher- 
man Mfg. Co. 


For more data circle No. 13 on postcard, p. 53 


Saw horse bracket special 


Saw horse brackets regularly 
priced at $2.89 a pair will sell for 
$2.40 a pair during Hardware 
Week. They are shipped in a spe- 
cial bargain pack of four pairs, 
each pair in a display box. A win- 
dow streamer is also included. No 
nails, screws or tools are needed to 
assemble a saw horse with these 
zine-plated steel brackets. They will 
Support % ton with a hold-fast 
spur action. Stanley Tools Div., 
Stanley Works. 


For more data circle No. 14 on postcard, p. 53 


Chrome-plated pull deal 


You can offer customers a 27 
percent saving on this Amerock 
chrome-plated pull during Hard- 


50 


ware Week. Regularly priced at 
40¢, the pulls will sell for 29¢. This 
wrought steel pull can be arranged 
in a variety of patterns and mea- 
sures 4% in. overall with 234 in. 
centers. Other specials offered in- 


goa 


specinn nampwinnt, WCER wits 
17 Be caiuaal - 





ee 


clude a 73¢ pair of semi-concealed 
chrome-plated hinges for 59¢ and a 
32¢ double roller cabinet catch for 
29¢. All three of these items are 
also offered in a special counter dis- 
play package containing 50 pieces. 
Amerock Corp. 


For more data circle No. 15 on postcard, p. 53 


Deluxe 21 in. power mower 


This Deluxe 21 in. power mower 
features a recoil starter on the 
handle and is powered by a 3 hp 
Clinton or 2.75 hp Briggs & Strat- 
ton engine. The remote engine 


control is also on the handle. Other 
sales points include ball bearing 
wheels with chrome hub caps, leaf 
mulcher, safety blade adapter and 
two heat treated blades as standard 
Retails for 


equipment. $99.95. 





There are 24 models in the line. 
Southland Mower Co. 


For more data circle No. 16 on postcard, p. 53 





Faucet drinking attachment 
Most of your customers will have 
a use for this handy faucet attach- 





ment. It makes a drinking fountain 
out of any popular make aerator- 
type faucet. The chrome plated 
Fountainette is 2 in. high by 1 in. 
wide and has a control handle on 
the side. The $5.95 item is packed 
six to an attractive counter display 
carton. Haws Drinking Faucet 
Co. 


For more data circle No. 17 on postcard, p .53 


All steel insulated chests 


These Carlco ice chests for 1958 
come in 6 and 8 gal size. The all 





steel chests have a fully insulated 
box and cover, galvanized inner lin- 
ing, rubber gasket and heavy-duty 
plated hardware. They are water 
tight. Both models are finished in 
red with a yellow cover. Both are 
promotionally priced. Metal ice 
containers are available at extra 
cost. Carlisle Mfg. Co. 


For more data circle No. 18 on postcard, p. 53 


Automatic cookware trio 


Your customers who look for 
high style in everyday electric cook- 
ware will find added value in this 
line of automatic heat black ’n gold 
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Dutch Masters Paints reports: 


DEMAND FOR ALUMINUM PAINT 
POINTS TO RECORD YEAR IN 1958 


iia 


We like to get letters like this. They drive home this 
fact: aluminum paint is big business today for dealers 


everywhere. 
Dutcn MASTERS PAINT e\yensa’® Read these excerpts from Mr. Pashman’s report: “The 
poe: Wont '4reSt oy a increasing demand for Dutch Masters Aluminum Paint 
oii ae points to a record year in 1958 . . . ALCoa is telling the 
aside septenver 15» 195? public about the uses and performance of aluminum 
| paint . . . Our dealer organization is growing. Dealers 


oy — kK Avenue 


know that the Dutch Masters line backed by the ALCoa 








| 230 Park toenyew York | program means profits.” 
arventions Hr. P. H. Howly | ALCOA promotes aluminum paint. That’s why dealers 
pani ng demand for DUTCH MASTERS ALunisun PUnh® everywhere stock brands like Dutch Masters that are 
: a, poise reget ant eae ‘ made with ALCoA® Aluminum Pigments. The consistent 
| wey ei ty mae tilt on eure repeal | quality—and the sales punch provided by ALCOA S aggres- 
: a. Soe pose tee variety sive advertising make aluminum paint a big business with 
: of use Let im ane gsiemens ALCcoA. Are you getting your share? 
% ceed — progran smooths, te on ALCOA does not make paint, but ALCoa Pigments 
a ape are used in more aluminum paints than any other brand. 
Our ee WASTES Line | se ary hicoe ® pattie Special formulas have been developed by paint manu- 
we late Sore eoess —— facturers like Dutch Masters to solve individual problems. 
% DTeH MASTERS PALMT & VARBISH OD> Paints made to these formulas actually cost less, last 
, v read B i ae longer, give utmost protection against heat, cold, sun 
‘ Howard B. Pasnman 


Seles Director smoke and fumes. 


Write today for our two free booklets, Painting With 
Aluminum and Aluminum Asphalt Roof Coatings Make 
Time Stand Still. They contain valuable information to 
help you sell. Use the coupon. 















pon 







PIGMENTED WITH 


ALCOA 
ALUMINUM | 


ALUMINUM COMPANY OF AMERICA _ 








“ALCOA THEATRE” 
uw Exciting Adventure 
jy ALTERNATE MONDAY EVENINGS 


Aluminum Company of America, Paint Service Bureau 
1735-A Alcoa Building, Pittsburgh 19, Pennsylvania 
Please send me your free booklets: 


__] Painting With Aluminum 
|_] Aluminum Asphalt Roof Coatings Make Time Stand Still 


Name 





Company 





Address 





City— 





iterenmncmmansicinsiicdE ep ienadiiii i 
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trimmed cookware. Three items run 
off a single heat contro] plug. Each 
is decorator trimmed, and submers- 
ible in water for cleaning: 11 x 11 
in. skillet with built-in cooking 
guide and gunstock handle, retails 
at $16.95 and $17.45 with gold color 
cover; sauce pan in three quart size 
doubles as corn popper, $12.95; 
griddle ’n server has more than 200 
sq in. of cooking area, has slope-top 
for grease draining, $21.95. All 
units work off of heat control plug, 
$5.95. West Bend Aluminum Co. 


For more data circle No. 19 on postcard, p. 53 


Unbreakable lawn sprinkler 
Anyone who has a lawn will be 
a customer for this versatile low 


{ (hag Doe WD aa ne 
(Nhe an — ee a 
rN en am 


- oon 





cost lawn sprinkler. The Whirling 
Dervish covers up to 2500 sq ft 
with a spinning action. It can be 
left in the ground in any weather 
and will not rust or break down. 
Can be adjusted from a fine mist 
to a coarse spray. Fits standard 
garden hose. Packed 12 to a display 
ecard. Retails for $1. Comet Metal 
Products Co., Inc. 


For more data circle No. 20 on pestcard, p. 53 
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Mail box mounting brackets 


Customers who need roadside 
mail boxes will be interested in 
these rural mail box mounting 
brackets. The rustproof holders are 
made of aluminum and fit all stand- 
ard No. 1 size boxes. One holder is 
for mounting on a 4 x 4 in. wooden 
post and comes with screws, nuts 
and bolts at $1.35. The second type, 
for use on 1% in. round pipe with 
nuts and bolts, sells for $1.50. M-D 
also is offering a new No. 1 size 
rural box in brass, black, chrome or 
natural aluminum finish. Won't 





chip or peel. Macklanburg-Duncan 
Co. 


For more data circle No. 21 on postcard, p. 53 


Lawn equipment power arm 
Versatility and ruggedness are 
features of this all-steel Homko 
power arm. The unit is powered by 
a 2%4 hp, 4-cycle Briggs & Strat- 
ton engine and operates a rotary 
mower, rotary tiller and an edger 
interchangeably. The portable arm 
mounts quickly on the tools with 
four nuts. Engine has recoil start- 











er. Handle is tubular with contour 
hand grips and offers fingertip 
variable speed throttle lever and 
clutch control. Accessories are 
available separately. The firm is 
also offering a Homko heavy-duty 
22 in. self-propelled trimmer rotary 
mower. Western Tool & Stamping 
Co. 


For more data circle No. 22 on postcard, p. 53 


Quarter inch steel tape 
This steel tape is 1%, in. wide 
with white metal background and 





black markings. The upper edge is 
marked in 16ths and 32nds and the 
lower edge has 4% and 1 in. mark- 
ings. The Chieftain retracts 
smoothly, with no backlash, into a 
handsome chrome plated case that 
resists scratches. Available in 6 
and 8 ft lengths. Carlson Rule 
Works, Disston Div., H. K. Porter 
Co., Ine. 

For more data circle No. 23 on postcard, p. 53 


Eyebolts and turnbuckles 
Galvanized, weldless, drop forged 
steel eyebolts and turnbuckles have 
been added to the Turnbuckle line. 
Regular nut eyebolts range from 4 
in. diameter and 2 in. shank length 
to % x 6 in. Regular screw eyebolts 
vary from 4 x 2 in. length to % x 
34, in. Turnbuckles come in eye 
and eye, hook and eye, hook and 
hook series and with stub ends 
from 14 in. diameter and 4 in. take- 
up to % x 6 in. Turnbuckles, Inc. 
For more data circle No. 24 on postcard, p. 53 


Versatile hose nozzle 


This latest Aqua Gun garden 
hose nozzle has a threaded adaptor 
for use with car washers, fertilizer 
units, insecticides and plant spray- 

(Continued on page 56) 
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use this FREE 








CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 









































FIRST CLASS 
PERMIT NO. 3 
(Sec. 34.9 P.L.AR.) 
New York. N. Y. 











No postage necesscry if mailed in the United States 


jougimass REPLY CARD 



























































POSTAGE WILL BE PAID BY 


Be sure to write name HARDWARE AGE 
and address on post card. Post Office Box 60 


Please use this P. O. Village Station 


Box Address for Quick NEW YORK 14, N. Y. 
Check Cards Only 





Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 1/30/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 SS: Ge ae 12 13 #14 18 
a 7 we BS B 2 2 2B F&F 2 ee ee ae ee 
a ie fe ee ee ee ee el 
‘SS. 24 @& Fe BS ct SS Se SS = hc e.:¢6ClhUwa 
6: @2 @ 64 65 66 6 6 @ 7 71 ae sa 
ee ae ae eee so Gd 8&6 S&S 6 FT BS 8 
me | 2 wa wD Be Ww’ ee we vee wee eee eee 
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HARDWARE AGE than in any other magazine. 


under the individual item description. 


. will be sent you on each item. 





Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the "What's New" columns. You get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


® Be sure to give your full name and address on the pest card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 





























Postcerd valid 8 weeks only. After that use own letterhead fully describing Item wanted. 1/30/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 [ee BB C2 Be ee 
“ w..6 *) 2 2 i 2 2 ae Ae ea eel ee 
31 32 33 34 #35 36 37 #38 39 4 41 4 43 44 45 
4 47 #48 49 #$0~=COSttUlCUS2lCUlUCU SUC SA CKGCKSKUCUSTlCOKUhCUSDCC 
61 62 63 64 65 66 67 68 69 $F 71 #2 73 %F 75 
%~ wT wéwemhlUhOlhC<CTTOC ZC} hCUrK lC CK lUCUThlC Oh hCU8DFhlCU 
71 #92 93 9 9 96 %97F 9 99 100 101 102 103 104 105 





FIRM ADDRESS ....ccscccccccceccs Cee e ee eeeeeecesessesesessseseseeees 


CITY or TOWN.......000- Cee eeeeeesseesesess ZONE....... STATE 





FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y. 








BUSINESS REPLY CARD 


Ne postage necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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A big help for busy deal- 
ers. Use this card for free 
information on new prod- 






ucts described in fhis issue. 










































































Please use this P. O. 
Box Address for Quick 
Check Cards Only 
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Designed for 
Smartt Interiors... 


The modern space saving innovation 
for bypassing doors or doors that slide into 
their own recessed pockets. 


se reregestasastees 
vee onalaes aca alas 








With this type of door there is never 

a sacrifice of valuable floor space. More 
artistic placement of furniture and 

wall decorations are possible when the 
sliding door is employed in preference to 
the conventional swinging door. 











Sliding doors are ideal for clothes 
closets, supply and storage cabinets or 
as room dividers in the home, 

office or factory. 


Hangers have large 1% inch diameter 
wheels of Nylon and never 

require lubrication. A specially designed 
adjustable rail is made in 44, 56, 60, 68 
and 92 inch lengths. 








Two styles each with distinctive features 
fit any thickness of door 







No. 185 Two 
Wheel Hanger 





MANUFACTURING CO. 


Sterling, Illinois 






THEE 
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Wood and Metal 


| ALL PURPOSE + ALL WEATHER 
| 
, od 


Se \WBRICATING KIT 


a 





* Back of card has perforated flap 
for easy tube removal and storage. 


All temperature—WHITE LUBRICATING OIL 

Highly efficient, colorless, odorless, white lubricant—ideal for all 
kitchen and household appliances, electric shavers, sports equipment, 
sewing machines, electric motors, typewriters and business machines. 





DISPLAY B 


= ee 2 ‘ Non-gumming SLICK-LUBE (‘Carrier evaporates) 
” A long-wearing, antifriction compound for lubricating wood and metal 
WRITE for FREE Literature s s 4 g 


surfaces, easing of furniture drawers, house doors, windows, screens, 

E rs L casters, auto windows, zippers, and as non-stick for snow shovels. 
- C. MULLEN 

€ a 

COMPANY 


2525 West 21st Street %3 
CHICAGO 6&8, ILLINOIS 


All-weather PENETRATING GRAPHITED OIL 
(“‘Carrier” evaporates) 
This refined colloidal graphite antirust lubricant is excellent for rusty 
bolts, nuts, locks, skates, speedometer cables, farm implements, 
bicycles, wagons, fishing rods and reels, guns, lawn mowers, and tools. 





1 the clamp with 1000 mss —— 
P= THREADLESS CLAMP. FIXTURES 


Here is the sales clincher that gives you 
a profitable sales presentation . . . gives 
your customer easier, more versatile 
clamping action for less money. 








No. 12 fits /2"' pipe $2,.08* ® Pipe threads not needed. 
No. 14 fits %4"' pipe $2. 44* 
® Hardened steel set screw holds the 


fixed head firmly. 
e Screw is easily loosened or tightened. 


e Sliding jaw is easily moved; always 
under tension. 


All metal, finished in blue enamel. 
Cadmium plated main screw. 


Mr. Dealer: Balance your inventory with 
modern, versatile, high quality B&C low 
cost tools. 





They ore your assurance 


: 
No. 16 fits %"’ pipe against lost sales! 
* Suggested List Only. 


Manufacturers of Clamps, Vises, and Tools for Production, Maintenance, 
Service since 1925. 


asi =1,41) | @ Od MEO), Eli temae) 


$3.60° 


33 POLAND STREET e BRIDGEPORT, CONNECTICUT 
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WHAT’S NEW 








(Continued from page 52) 


ers. It is made of non-corroding 
zinc, stainless steel and brass, fin- 
ished in chrome. A knurled brass 
ring protects the adaptor. This de- 
luxe gun comes on a display card 





and is also available as pa:t of the 
Melnor wire rack display. This line 
of regular and deluxe hose nozzles 
streamlined for 1958. 
Available in skin pack and display 
box packaging. Melnor Industries, 
Ine. 


For more data circle No. 25 on postcard, p. 53 


has been 


Long life soldering tips 
Professionals and home ecrafts- 
men will be interested in Hexacon 
Xtradur soldering tips. These tips, 
made in 40 stock sizes and many 
special sizes, are multi-coated for 
extra wear. It is claimed that these 
tips are designed to be immunized 
from solder, thus preventing creep- 





\ \ ; | 
eB we Lad 


A FEW REPRESENTATIVE SIZES AND SHAPES 


ing. Solder adheres only to the 
working surface tip, and cannot 
drip. These tips supplement the 
regular Hexacon line of tips. Hexa- 
con Electric Co. 

For more data circle No. 26 on postcard, p. 53 


Extending cafe rod special 


Style conscious women will be 
customers for these extending cafe 
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TAYLOR 


ate be cele) me kela 4 


Here are two rim deadlocks that defy even the most skilled of burglars. 





Here is the final word in round-the-clock protection. 


TAO 
No. 866 


SINGLE 
CYLINDER: 

































curtain rods offered as a Hardware 
Week special. Regularly priced at 

; 79¢ each, the 28 to 48 in. rods are 
offered at $1.19 for two. The 48 to 
86 in. rods, regularly $1.19 each, | 
will retail for 98¢ each. As an extra | 
special, the Anne Davis 6500 tra- | 
verse rod line is also offered at re- | 
duced price. Regularly $1.98 to | 


$4.98, they will sell for $1.69 to | ee ee 

$3.98. Fits any window from 2 to | z a Bi 3 ‘ 
12 ft wide. Stanley-Judd Div., Stan- | j g os; Mie es Pi TAY] OR 
ley Works. i 2 : | Be | y  ~S No. 888 
For more data circle No. 27 on postcard, p. 53 ee : gs : gee a | DOUBLE 


CYLINDER 


Plant irrigation bubbler 


Lawn and garden owners will 
find plenty of use for this alumi- 
num Water Bubbler. The hose is 
turned on full and the bubbler pro- 
vides a gentle flood irrigation with- 
out washing. This method gets 
water to the deep roots and avoids 
foliage wetting. There are no mov- 
ing parts since special baffles pro- 


MODERN IN APPEARANCE. 
UNSURPASSED FOR 
SECURITY AND 
PERFORMANCE! 








eeeeeeeeeeeeeeeeee 6 taf <a eeeee The established quality and 


(e 
’ ’ ~ 5 
> 

















performance of Taylor prod- 
ucts, plus eye-catching pack- 
aging, mean faster sales 





. 4 ee | wherever the Taylor line is 
wp sold. Stock up now for Spring 

vide the proper water flow. O and C 

type hose stakes are also available | 

in the Green Guard line. Turfgrass | Tested, approved and 

Farm recommended by 


For more data circle No. 28 on postcard, p. 53 


building and repair business. 
Call your wholesaler or job- 
ber today! 


Insurance Companies. 


ON TAYLOR LOCK 








Two appliance specials 

This Universal Coffeematic 
spring special is an automatic 8-cup 
unit (shown) retailing for $14.95. 


TAYLOR LOCK COMPANY, Phila. 32, Pa. 


Manufacturers of night latches, padlocks, door knobs, key blanks and builders hardwar: 
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WHAT'S NEW 



































The quality unit 
selector, cold 
Sentinel control, non-drip spout and 


Flavor 
Heat 


offers 
water pump, 


balanced handle. Body is chrome 
plated solid copper with ebony 
plastic. The Cookamatic fry pan 
spring special is a companion offer. 
The medium sized pan has Cook- 
amatic probe control. Sells at the 
special spring price of $15.95. 
Landers, Frary & Clark. 


For more data circle No. 29 on postcard, p. 53 


Portable battery lamp 

Car owners and sportsmen will 
want this lightweight dry-cell lamp. 
It throws a beam that can be seen 





for a half mile and is ruggedly con- 
structed. Not affected by fresh or 
salt water. Features include ad- 
justable focus, lens guard, rubber 
housing protector, leather handle, 
non-scratch lens and knurled nuts 
for attachment of flashing acces- 
sories. Cadmium plated steel model 
lists for $9.50, stainless steel model 
sells for $12.50, and the deluxe 
Commando model, with shoulder 
strap and spare bulb at $15.50. All 
without batteries. A clip-on red 


58 





flasher signal accessory lists for 
$1.25 and an extension flasher with 
10 ft cord sells for $2.95. Koehler 
Mfg. Co. 


For more data circle No. 30 on postcard, p. 53 


Versatile floral spray paint 


Professional results can be got- 
ten by any of your customers with 
this all-purpose floral spray paint. 
It is designed for tinting and paint- 
ing wooden baskets, styrofoam, 
metal stands, cut and artificial 
flowers and papier-maché. The 16 oz 
aerosol cans contain blue, silver, 





light blue, orchid and many others. 
Sells for $1.89. Plasti-Kote, Inc. 


For more data circle No. 31 on postcard, p. 53 


Marine design cabinet knobs 
Here is a line of cabinet hard- 
ware in designs for rooms with a 
marine decor. The Sea Styles cab- 
inet knob designs include sea horses 
and shells and are available in an- 
tique brass, antique copper, Swed- 
ish iron and polished chrome. Also 
available is a 600 Classic and 700 





Concave series of low cost locksets. 
Western Lock Mfg. Co. 


For more data circle No. 32 on postcard, p. 53 





All-purpose food slicer 

Busy housewives will welcome 
this all-around cutlery item. The 
Super Slicer is handy for cutting 
frozen foods, boneless meats, bread, 
and so on. The 9 in. blade is made 













































of Swedish steel. Skin packaging 
of this item makes it a good im- 
pulse item at 98¢. 
cialty Co. 


For more data circle No. 33 on postcard, p. 53 


Aluminum Spe- 


Plastic refrigerator dishes 


These unbreakable polyethylene 
food storage dishes can be used in 
the refrigerator or in the freezer. 
Available in pink, lemon, turquoise, 
and frosted. Pint sizes retail at 
three for 69¢ and quart sizes at 35¢ 





each or two for 69¢. Burton also of- 
fers a deluxe plastic fly swatter 
2134 in. long and a regular plastic 
swatter 15%4 in. long. Both come 


in assorted colors. Burton Mfg. Co. 
For more data circle No. 34 on postcard, p. 53 


Automatic single shot 22 
Rapid fire is a feature of this 
Winchester single shot 22 rifle. It 
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SPRING-BACK LAWN RAKE 


@l- wie) 4-meaalelel-immal-tc hs’ ty to 
rake the lightest 
spring-stee! teetn 


metallic ‘earls ae1ele meal tC 
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ome a i CIO ai Cie 


$725 : each 


LONG-HANDLED 
ae Ok. 74 Sa oO) Oo) 


A terrific new idea i leola- lm celell- 
yh ia eC lod lolale Ml al-lalell-1- Mie aie -tc-lale SMALL-SIZE GARDEN S Oo 
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_ NEW 


\ j No. BP 
. $930° 


ORDER YOUR TOOL-UP TIME® 
PROMOTION KIT NOW! | 
BULB PLANTER 


Bu a0)- We -lealel-lat- Mumbo lol. Mm Bolelli Sle Mm Miaal— WITH D-TOP 


folgelealohélole mm. 48am e- Mbal-t-lall-l@ae- tele mm aeaslel a — 
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colorful than ever. it's a complete, ee 
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your store. This valuable kit is FREE — 
write for yours today! True Temper, 


slo} sc Me EO leille me 4'2-1a101- ram @11-3'2-11- tale Male fm @laller 


* Suggested retaii prices — 


slightly higher West 


TRUE TEMPER. ‘01 <2 look to &f for leadership Canam 
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KNOCKOUT | 


COMBINATION gm 


WHAT'S NEW 

































(Can't Miss) 


Hardware Week 
SPECIAL...HS 158* 


BIGGER PROFITS 
GREAT NEW DISPLAY 





—— io” the original [DURO) 
PLASTIC ALUMINUM 


**Metal in Putty Form'’ in big 51/2 oz. tube 













: Sonar RUBBER 


Amazing Latex Rubber in Putty Form 


ORDER FROM YOUR JOBBER 


“Originators and World's Largest 
Mfrs. of Plastic Metals" 


WOODHILL CHEMICAL CO. 


1390 E. 34th St. © Cleveland 14, Ohio 


- — NT TIVE — - , 
| as : RETAIL | 
VY. oz. tubes 
| DURO PLASTIC ALUMINUM (SPA-1) $8.00 ! 
| 4 4 oz. tubes 
j DURO PLASTIC RUBBER (PR-1) 4.00 | 
1 Special 
7 WIRE DISPLAY RACK 1.75 | 
1 3-color | 
| DISPLAY CARD ' 
| with 2 sample applications N. C. | 
! RETAIL VALUE $13.75 | 
YOUR COST ONLY $6.60 } 

















is not necessary to cock the gun 
after each firing, so, it is called an 
automatic single shot model. The 
rifle automatically goes into safety 
position when loaded and can re- 
main cocked indefinitely without 
harm to the spring. Short or long 
rifle cartridges are fed through the 
top of the chamber. Can be used 
easily by a right or left handed per- 
son. Shell ejection is automatic in 
this $23.95 gun. Winchester- West- 
ern Div., Olin Mathieson Chemical 
Corp. 


For more data circle No. 35 on postcard, p. 53 


Divided opal serving dish 

Two different foods can be served 
at the same time in this traffic get- 
ting serving dish. Each Cinderella 
heating and serving dish has an 
opal glass partition and holds 1% 





qt. Useful for hot or cold dishes. 
The heat resistant clear glass 
covers are also divided. Available 
in three snowflake and one daisy 
pattern to match the Pyrex oval 
decorator and oven-freezer-server 
sets. An oval open baker with the 
Same dimensions as the Cinderella 
but without partition or cover is 
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also available. Glass 
Works. 


For more data circle No. 36 on postcard, p. 53 


Corning 


Wrought steel sash lock 

This wrought steel, triple action 
Grip-Tite sash lock is available in 
brass or chrome finish. It is de- 
signed to push the top sash up, 
bottom sash down and pull them 
both together when locked. The 
lock base measures 2 x 2% in. Each 
lock is individually packed with 





clear 
streamlined sash lift in chrome or 


screws in plastic bags. A 
brass finish is also offered. The 
lift base is 44% x 1\% in. Wessel 
Hardware Corp. 


For more data circle No. 37 on postcard, p. 53 


Wall, door space savers 
Customers with storage space 
problems will be traffic for Door ’N 
Wall units. Shelves are adjustable 
from 14 to 24 in. widths, and can 
be moved up or down at one inch 
intervals. A screw driver is all 
that’s needed to hang units on walls 


* DOORN WAL” 
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Customers like the easy cleaning of today’s 
brushes with improved TYNEX’ nylon bristles 











Cleanup time is fast and easy when your customers use brushes with im- 
proved TYNEX nylon bristles, Paints, varnishes and lacquers clean easily 
and rinse thoroughly from brushes bristled with TYNEX. Brushes dry 
quickly .. . are ready for the next job. 

Valuable painting time can be saved, too. Brushes with tipped and 
“flagged” bristles of TYNEX nylon give high paint pickup and smooth, 
even paint release, They work equally well with any type finish, on any 

. painting surface. 

Laboratory tests have established the high quality of today’s brushes 
with improved TYNEX nylon bristles. And your customers know these 
well-made brushes are their best buy. Stock a complete selection of 

















. brushes with TYNEX nylon bristles and benefit from this fast-growing y. ic esaaewes 
customer prefer ence. TYNEX is the registered trademark for Du Pont nylon bristles . “= 
Wes. b. 5. Pat Ort 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 






lA Nene alii NS aaa can Canin non ig il a 
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Everyone 


wants one! 


— FOR HOME 
one SHOP 


Ww H 4 T’S NW E Ww addition to the work of scroll, key- 

hole, jig, and band saw work. The 
saw cuts its own holes for blind 
cuts. Cutting capacity is 2 in. wood 
and 4 in. metal. Comes in polished 


silver finish and has a slide button | 
handle switch. Price of $39.95 in- ) 











or doors to hold books, knick- 
knacks, paint, and kitchen and 
laundry items. Hanging 3-D dis- 
play unit is available. Made of cludes Allen wrench, rip fence, and 
| metal, these shelves are finished in five saw blades. Also available is a 
black and copper. Retail: $5.95. line of lightweight drill kit cases. 
S.A. Hirsh Mfg. Co. Dormeyer Corp. 


For more data circle No. 40 on postcard, p. 53 


FEATHERWEIGHT | 


INSTANT 
SOLDER 
GUN 


You'll like the way 
—IT SELLS! 
Customers like the way 


— IT HANDLES! 


) 
) 


For more data circle No. 38 on postcard, p. 53 
(Resume reading on page 16) 
Shower water flow control 
Anyone who has a shower fixture 0) HELP ell SELL 
will be a customer for this unusual 
New Displays and Other 
Dealer Sales Helps 







— 







. oo (Continued from page 16) 
ig sf "ag Backed 
Que ‘ National 


eS, awe ny, : 
gg Oo ao wae os 


= eee Advertising 


Unconditionally Guaranteed 
By a Famous Brand Name 


Model G14 1/4” Tip $7.95 List 
.Aodel G148 1/8” Tip $7.95 List 


SOLDERS IN SECONDS AND 
POWER-PACKED AT 150 WATTS 





device. It permits the shower user 
to turn the water off and on with 
the water remaining at the desired 

























— yet name <t temperature. The Shower Econo- 
featherweight | . Paget mizer fits any standard ¥% in lI. P. 
el s on ° . ° ° . . 
pt a 7 shower connection and screws into is also included. Atkins Saw Dviv., 
oe place without special tools. Chal- Borg-Warner Corp. 
mig y mers Mfg. Co. For more data circle No. 41 on postcard, p. 53 
former. For more data circle No. 39 on postcard, p. 53 
Sturdy 
lifetime tip.. - ; 
ae Pre-season lawn display 
eae died All-purpose saber saw Dealers who set up early displays 
KIT vA. E Extra power is offered for cutting for lawn care will be interested in 
BEST VALU wood or metal with this Dormeyer 
Includes €14 150 - — 
@ gf” Watt SOLDER GUN. saber saw for 1958. The Super 
a KESTER Power saw has an adjustable miter 
ie <= core solder, 


cutting end shoe that swings 45 degrees right 


ve 


smoothing or left. It will cut 2 x 4 in. lumber 
weer at 45 degree angle. All ordinary 
Model | cuts can be made with this tool in 
' G14K . 
~ ee $8.95 List 
: —— Order from 









your distributor today 


HEXAGON 


industry’s No. 1 Soldering tron 


SPR ESE 





this unit which holds lawn sprink- 
lers, hose nozzles, and electric 
hedge trimmers. Display _ takes 
about 4 sq ft of floor space, and 
stands 5% ft high. An impulse 
sales maker for early lawn care 
customers, this display is offered 


HEXACON ELECTRIC COMPANY 
170 W. Clay Ave., Roselle Park, N. J. 


SERVING INDUSTRY AND CRAFTSMEN 


FOR A QUARTER OF A CENTURY 
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THIS TRADE-MARK . has been 
seen year after year in national magazine 
advertisements .. . 200,000,000 times 
per year! 








That’s why THIS LABEL 


on window glass is head 0) 





and shoulders above all 
other brands in customer 
recognition and merchan- 
dising power. 


DOUBLE QUALITY 
cma ree pooped 











bo Ree 





What’s more, L-O:F Window 
Glass is top quality and is the easiest to 
cut. Try it, and you'll see. 


Ask your L:O:F Glass Distributor about 
the folders, displays and other saleshelps 
available. Sell with the power of national 
advertising. Place your next order with 
an L-O-F Glass Distributor and specify 


LIBBEY OWENS-FORD 
TOLEDO 3,0oH10 «a Great Name in Glass 
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even the bathroom is 





















PURITAN 


toilet seats 


11 decorators’ colors 


See your jobber! 





C aie PRODUCTS, 
INC. 


CLEVELAND 2, OH/O 

































ALL POSITION 








For steam, hot 
or cold water, 
oil, gas and 
compounds. 


DESIGNED for rugged 
service. 200 pounds pressure. These 
valves can’t stick. They are also available 
with rubber poppets for use with air or 
cold water. Operation is noiseless. Very 
sensitive. Work in any position. Made 
in seven sizes. We will de- 
sign special Check Valves. 
Write today for Bulletin 
Number 


Order from your jobber. 


STRATAFLO PRODUCTS, INC. 
302 Fort Wayne, Indiana 








| 





TO HELP YOU SELL 








together with one $4.95 value model 
E lawn sprinkler free as a pre- 
season offer. This deal is No. RK 
58. Display is a permanent fixture, 
and it holds a stock of each of the 
items in the Rain King line. Sun- 


beam Corp. 
For more data circle No. 42 on postcard, p. 53 


Tri-color housewares pack 


Here is a polythylene housewares 
assortment containing three differ- 





ent colors for mass displays of yel- 
low, turquoise, and pink. Every- 
thing from wastebaskets to pitch- 
ers is included in the Tri-Color 
Pack retailing at $246.15. In addi- 
tion, 1 doz 8 qt wastebaskets and 1 
doz 1 qt decanters are included 
free. Single color packs for 1958 
are also available with a retail value 
of $92.91. Merchandising materials 
are included at no charge besides 1 
doz 8 qt wastebaskets. Plas-Terx 
Corp. 


For more data circle No. 43 on postcard, p. 53 
Skin pack fishing line 


Here are three fishing lines skin- 
packaged for greater customer 


ask tr GuUDEBROD 





impulse sales. New lines are: nylon 
bait casting line, braided bow fish- 
ing lines, and floater spin taper. 
Skin packaging makes these prod- 


ucts saleable either on counter 
or shelf bins, or on _ perforated 
paneling displays. Fly lines are 


packaged one coil each on indivi- 
dual cards. Bait casting and bow 
fishing lines are packed six spools 
per card, and are perforated for 
easy separation. Gudebrod Bros. 
Silk Co., Ine. 


For more data circle No. 44 on postcard, p. 53 


Colored plumbing fixtures 

Here is a 4-page bulletin show- 
ing samples of three new colors now 
offered in the Mansfield closet cum- 


binations and lavatories — coral, 
green and yellow. Mansfield Sani- 
tary, Inc. 


For more data circle No. 45 on postcard, p. 53 


Cabinet hardware packaging 


Seventeen fast moving Penn- 
Akron cabinet hardware items are 





skin packaged with screws on at- 
tractive cards. These self-service 
Sell-O-Matic cards are suitable for 
rack, bin, or wall display. The wire 
rotating Carousel rack shown is 
available to anyone carrying the 
Sell-O-Matic Home Pride line of 
cabinet hardware. Penn-Akron 
Corp. 


For more data circle No. 46 on postcard, p. 53 


Wide-mouthed spackle container 

Painters and home owners will 
welcome this wide mouthed, shal- 
low spackle container which mea- 
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This is a 
COMFORT 
CONDITIONED 





color pages in Li FE 


are telling customers 
the “BIG C” story 


























Air-LiTE Fiberglas Screening is 
a happy part of the 

“Big C’--Fiberglas’ “Comfort 
Conditioned Home” program. 
A million dollar advertising 
schedule will fetch customers 
into your store in droves. 

And they won’t be switched. 





Not just the most wanted 
Screening, AIR-LITE Fiberglas 
is the most profitable for you 
to sell. Sales will be bigger then 
ever this year because the 
patio, porch and breezeway 
craze has spread like wildfire. 


Let this compact, NRHA- 
approved Display Rack help 
you sell. With your initial 6 
roll purchase, it’s yours for only 
$11.95. That’s right—$11.95, 
less than half our cost. 


AIR-LITE 
OWENS-CORNING 


FIBERGLAS 














SCREENING 


weavers of AIR-LITE FIBERGLAS 
AIR-LITE Chair Webbing © AIR-LITE Furniture Cloth 


i) Plastic Uloven Products Ine 


51 CAMDEN STREET @ PATERSON 17,N. J 





Gentlemen: 
Please Rush full information on AIR-LITE FIBERGLAS Screening. 


Free $16 Bonus 

















' 
- Name____ 
And here’s an added inducement. When you buy ' ii 
the Rack, we'll give you FREE, an extra 50 ft. roll , 
in 26” width—retail value, almost $16. Order now. Street | 
The “Big C” promotion will keep your stocks turning 1 City i aa | 
' 
es =a! 


over fast. See your wholesaler or clip the coupon, 
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Double tool sales 
with 





STANLEY 





PROAITOOL 


Mr. J. L. Miller of Miller 
Bros. Hdwe., Pomona, Cal., 
says, “Our customers remark 
how easy it is to find the tools 
they want, and this explains 
a nice salesincrease in our tool 
department since we installed 
Stanley PROFITOOL.” 
Double your tool sales 
with Stanley PROFITOOL. 
A post card saying Profitool, 
to Stanley Tools, New Bri- 
tain, Conn., brings details by 
return mail. Do it now. 





hand Ne AND LOADED 


WITH SALES APPEAL FOR 
HOME CRAFTSMEN 
AND HOBBYISTS! 


Yeu BLACKSMITH ANVIL 


it's new... it's exclusive . . . and the greatest item 
yet of workbench hardware for home craftsmen, 
hobbyists, farmers, etc.! This is a farm-and-home 
size anvil specially designed for the basement 
workshop, farm shop or tractor box. Compact 
(8° x 3%" x 3” at base), it's ideal for metalwork, 
woodwork, leatherwork, etc. 


SIX BRILLIANT COLORS 


Available in asso:ted colors of brilliant red, green, 
gold, gray, orange and bive for top sales appeal. 

acked in attractive carton which opens to form 
sales-compelling display. Low list price . . . liberal 
dealer discount to build profits. 


THE IRON IS HOT! 


Now's the time to strike! Cash in on the newest, 
hottest item in the hardware trade today. DEALERS 
.. « DISTRIBUTORS . . . MANUFACTURERS — 
write, wire or call right now for complete details to: 


eller MANUFACTURING CO.. INC. 
‘ COLCHESTER, ILLINOIS 

















TO HELP YOU SELL 











sures 6%4 in. across and 2 in. deep. 
The Handi-Hod can permits the 
use of a wide bladed trowel. The 
can lid has a handle so it can be 
used as a hod. All paste spackle 
cans and tubes carry a new vinyl 
formula which permits immediate 
repainting and needs no priming. 
Muralo Co. 


For more data circle No. 47 on postcard, p. 53 


Real log chain saw display 


The Shopmate Suburban Logger 
combination chain and rotary pow- 
er saw will get lots of attention in 
this unusual display. A real cedar 





ey a OSA 


SAW o* 


yetiGhts 43 Lbs. 
ont 





log is mounted in the 21 x 23 in. 
display. The saw is held firmly in 
place with its cutter bar resting in 
the log. This blue and white enamel, 
3-dimension display is effective in 
the window or on the counter. Port- 
able Electric Tools, Inc. 


For more data circle No. 48 on postcard, p. 53 


Bathroom accessories display 
This traffic stopping counter dis- 

play will impulse sales of 

Autoyre suction cup bathroom ac- 


boost 


cessories. It is only 12 in. wide. 
Six different types of items are 
shown in the 2500 line which fea- 
tures vinyl suction cups and life- 
time Chrome-12 finish. The free 
display comes with an assortment 
of 1 doz each of toilet tissue hold- 
ers, towel rings, soap dishes, 18 in. 


~~ 


en a —- oe 
oe cs 





towel bars, 12 in. bars and tumbler 
and toothbrush holders. Autoyre 
Co. 


For more data circle No. 49 on postcard, p. 53 


Paint spraying equipment 

The 1958 catalog of Speedy 
Sprayers will be helpful to you and 
your customers. It includes the 
complete line of 44, 43 and % hp 
portable paint sprayers, spray 
guns, spray tank outfits, high-com- 
pression compressors and a guide 
for gun-nozzle selection. Copies are 
free. W. R. Brown Corp. 


For more data circle No. 50 on postcard, p. 53 


Fireplace display on casters 


Plenty of customer attention will 
be gotten by this Benefire fireplace 
form usefully mounted on casters 
for easy relocation. A 2-color dis- 
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SASH CORD — 
5 grades. 9 sizes. All put-up. 7 
cf ~ 







DRAPERY AND TRAVERSE CORD 
5 sizes. 21 colors. 










MASON LINE 
3 grades. 5 sizes. 10 colors. 






NYLON 
jaubieuend | STARTER CORD 
Solid braided 3/4" diameter nylon. 
























VENETIAN BLIND CORD } baa 
4 grades. 5 sizes. 21 colors. . a 


NYLON 
Solid braided. 17 sizes. 





WIRE CENTER CORD 





3 grades. 5 colors. 7 sizes. 
BRAIDED AWNING CORD BRAIDED POLYETHYLENE CORD 


2 grades. 5 sizes. Solid braided. Yellow and blue. 7 sizes. 


4 











MOP HEAD 
3 grades. 8 weights. 


... for every cordage need! 


Puritan manufactures the largest variety of cordage 
in the world. Save freight—save handling — save 
space — save time. Buy from Puritan. 


We invite your inquiries, 6 
puritan cordage 
NYLON COVERED STARTER CORD mills, imc. ad 

———— 


Maypole Braid Nylon Covered. 
1205 East Washington $t., 
Louisville, Ky. 





Shipping Points: Lowisville, Ky. @ Athens, Ga. @ Hendersonville, N. C. 
Newark, N. J. @ Jeffersontown, Ky. 





. TWISTED COTTON ROPE 
~ Fine yarn construction. 14 sizes. 


WELT CORD 
Soft construction. Washable. 12 sizes. 





COTTON CLOTHES LINE 
36 clotheslines to select from. COTTON TWINE 
2 yarn sizes. 16 different plies. All put-up. 
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SAWHORSE 
BRACKETS 


ditty 


a ~~ 





) @ NO NAILS 
show them in actual use @ NO BOLTS 


Use any 2x4s for legs and @NO SCREWS 
crossbar with Jiffy Brack- 


@ EASY 
ets. All-welded construc- 46 capey 
tion. Set up and knocked 
down instantly. Each pack- ® EASY 

TO STORE 


age is a colorful display. 12 
Sets to a carton. 
Dealer helps 
FREE. 


















mA? 2 
e1tly = 

» * oz 
Pot SAWHORSE 


MAKE UP A tin 
JIFFY SAWHORSE 


TO DEMONSTRATE 


S a0 


Nationally 
advertised 
—order from 
your whole- 
saler, or 
direct if he 
cannot sup- 
ply you. 


GRAND HAVEN STAMPED PRODUCTS CO. 


Grand Haven, Mich 








New Merchandising Ideas 
Looking for more profits, 
better salesmanship? Hun- 
dreds of dealers have used 
this Hardware Age reprint 
as a source of ideas for 
sales training meetings, etc. 


Self-Service Salesmanship 1I0¢ ea. 
Selling in a self-service store re- 
quires a new type of salesman- 
ship. Here is an easy to under- 
stand explanation of how you 
can train your sales people to 
get the most out of self-service. 
4 pages. 

order copies from 
Editorial Reprint Service 


HARDWARE AGE 


Chestnut & 56th Sts., Phila. 39, Po. 
Cash must accompany order 














GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handle: 


GIBSON GOOD TOOLS, INC., Sidney 6, N. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


play card mounts on top of this 
actual fireplace. Catalogs are 
stocked in a handy literature dis- 
penser at the front of the form. 
Promotional literature includes floor 
plan suggestions, step-by-step di- 
rections and construction 
Bennett-lIreland Inc. 


For more data circle No. 51 on postcard, p. 53 


details. 


Seed merchandising rack 


All packets of Burpee seeds and 
their variety names can be clearly 
seen on this attention getting rack. 
The modern designed rack moves 
easily on casters and has 174 poc- 
kets to display a complete assort- 
ment of flower and _ vegetable 
varieties. Seeds are shipped in 


G2 GURPEE SEEDS GROW 
WY - 





cardboard trays which easily slip 
into the rack shelves. The rack 
comes free with a complete assort- 
ment. W. Atlee Burpee Co. 


For more data circle No. 52 on postcard, p. 53 


Home barware merchandiser 
This compact home barware dis- 

play piece can be used effectively 

in counter shelf or window display 





HOME BARWARE by LIBBEY 


as co ee o 
ninth notes eR Aah 





arrangements. The 18 x 13 x 8 in. 
display has 11 die cut glasses that 
pop-up to give a 3-dimensional ef- 
fect. Libbey Glass Div., Owens- 
Illinois Glass Co. 


For more data circle No. 53 on postcard, p. 53 


Power mower parts packaging 
If you service power mowers 
you'll be interested in the space you 


y 





can save with this new parts pack- 
aging by Lawn-Boy. Storage space 
is cut about 20 percent by this sys- 
tem which protects the parts from 
shipping damage. Nine carton sizes 
now accommodate 20. different 
parts. The metal edged boxes are 
yellow and green. Lawn-Boy. 

For more data circle No. 54 on postcard, p. 53 


Tubular steel fan display 
Three operating 20 in. portable 
window fans can be displayed in 





one square yard of space with this 
attractive tubular steel display 
stand. Adjustable supports permit 
display of 12 or 16 in. fans also. 
The 7 ft gray stand has a welded 
base to prevent tipping. The sign 
topper will attract customers. Stand 
is available at a nominal cost. Lau 
Blower Co. 


For more data circle No. 55 on postcard, p. 53 
(Resume reading on page 17) 
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A HOUSEHOLD woRDIN «(_\(.8 Rrikatlb os 

HOUSEHOLD HARDWARE ie 

eee 187? C | 65R Threaders you've), 
bought would re 

2% Times 


ae " : | Around the Earth ” 
BULL®W DOG |: : j 
DANDsee &° 2 


AND OTHER HOUSEHOLD SPECIALTIES 











SEND FOR CATALOG AND PRICES 


E. H. TATE CO. i canoieeie samme | Now this popular 
Ww ALE RT - self-contained 1’ to 2” 
Tank Ball and Guide Eepa te. 
BRINGS BIGGER PROFITS! 


Stops running toilets & SR- 7 Cc 


Saves money 








* 

* 

© Nationally advertised | effers you 3 exclusive advantages 

® Easy to install (no special tools) | 

+ aetna for faster turnover, bigger profits 

° 3 year money-Seeh querentce 1. Only die stock with True-Centering work- 

* Completely corrosion resistant holder—no more crooked threads, no time or 
=> MORE THAN 7,000,000 SATISFIED USERS — 





2. Only Jam-Proof die stock— 
automatic kick-out after 
standard thread is cut by hand 
or power. 


Any home keeper who has been a "bathroom | 
jiggler" is a customer for "Alert" because it | 
eliminates worrisome old type tank balls and | 
lift wires . . . ends water waste and annoying | 
gurgles once and for all. Put ‘Alert’ on your | 
counter and profit. 















CALL YOUR 3. : : : 
WHOLESALER NOW Threads 4 sizes of pipe with 1 
. Packed in colorful, set of dies— quick size change. 
individual display 


Dies for stainless steel avail- 
able. 


box that sells on 
sight. 12 boxes to a 
carton. 


REPLACEMENT 
RUBBER BALL — 
Round ball, chain 
and attachment hook 
are available. Packed 
6 to a box, 6 boxes 
to a carton. 


ARDMORE PRODUCTS CO. 
CONSHOHOCKEN, PA. 


Order Ridgid 65R-TC’s 
from your Wholesaler toda’ 
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Hows the Hardware Business? 





Home buying encouraged 
in new FHA regulations 


A new set of rules for buying 
homes through the Federal Hous- 
ing Administration should have a 
direct and immediate reaction in 
hardware sales nationwide. 

FHA recently dropped the rule 
that home buyers must pay closing 
costs in cash. In certain cases 
these closing costs, often in ex- 
cess of the still-required mini- 
mum 3 percent down payment of 
the first $9000 of appraised valu- 
ation, can be included in the mort- 
gage loan. 

By easing up on the cash needed 
for lower income families to buy 
a home, FHA sees increased ac- 
tivity at once in the lagging home 
building and buying market. 
Hardware dealers should benefit 
from this. 

FHA has also increased maxi- 
mum allowable discounts on FHA- 
insured mortgages in areas where 
mortgage funds are still scarce, 
to further spur activity. 

States affected by increased dis- 
counts include California, Oregon, 
Washington, Arizona, Colorado, 
Idaho, Montana, Nevada, New 
Mexico, Utah, Wyoming, Arkan- 


sas, Kansas, Louisiana, Missouri. 
Oklahoma, and Texas. 
FHA also recently requested 


lending institutions to give the 
benefit of the doubt to prospec- 
tive home buyers whose credit or 
income made them borderline 
cases for loan approval. 


Mail order houses cut 
prices in new catalogs 


Prices of many items featured 
in mail order spring catalogs are 
at last year’s level or lower, ac- 
cording to officials at Sears Roe- 
buck & Co., Montgomery Ward & 
Co., and Spiegel, Inc. 

The three firms recently mailed 
out their catalogs. 

Sears reports its prices are not 
only at about last year’s level, but 
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prices on some items are as low 
as at the spring 1951 level. 

Ward’s' post-Christmas catalog 
features 33 percent more mark- 
down items than last year, the 
company claims. In its lowered 
prices category, Ward’s lists vac- 
uum cleaners, pressure cookers, 
glass lined water heaters, alumi- 
num combination doors, toasters, 
3-way cookers, automatic percola- 
tor, electric fry pan, house paint, 
garbage disposers and power tools. 

Spiegel reports its prices are 
down 2% to 3 percent on most 
items in its spring catalog. In ad- 
dition, the firm is adding a coupon 
plan. Customers receive one cou- 
pon for each $1 purchase. The cou- 
pons are then used for a discount 
on stainless flatware. 


True Temper has hammer 
merchandising program 


A new merchandising plan to 
increase hammer sales and profits, 
while reducing dealer inventories, 
has been announced by True 
Temper Corp., Cleveland. 

Called “5 is all you need,” the 
plan provides dealers with market 
coverage with five price levels. 
These prices range from $1.69 
through $5.25 in True Temper’s 
16 oz. hickory and steel handle 
hammers. 

True Temper says its program 
offers dealers a complete line of 
best sellers at competitive prices. 
The firm said a lower inventory 
investment is possible through 
eliminating slow sellers. Less in- 
ventory also means faster turn- 
over at full profit margins, True 
Temper stated. 


Farm supply stores’ 
net only 1.5 percent 


The typical farm supply store 
had a net profit of 1.5 percent be- 
fore taxes in 1956, according to a 
recent cost of doing business sur- 
vey conducted by Dun & Brad- 
street, Inc. This compares with a 


5 percent net profit reported in a 
similar survey conducted in 1951. 

Gross margin increased 2 per- 
cent to 15.9 percent during the 
five-year period, but total expense 
went up 2.5 per cent to 14.4 per- 
cent of total sales. 

Net sales of the typical store 
were $168,260 in 1956. Owners re- 
ceived an average return of $9,591 
for the year from net profits and 
salaries or drawings. 


——Consumer Mailers 
New Wholesalers’ Aids 


for Dealers’ Use 











Cotter mailer aims at 
700,000 circulation 


A 9-day inventory clearance 
consumer mailer prepared by Cot- 
ter & Co., dealer-owned whole- 
saler at Chicago, will top the 
700,000 mark in circulation. 

The mailer is getting January- 
February distribution by Cotter 
V & S (Values and Service) 
Stores. More than 100 sale priced 
houseware and hardware items 
are featured in the four-page, 
color broadside. 

A companion display kit is fur- 
nished with the promotion. It in- 


RANKS Boe HARDWARE 








ce WORK GLOVES 
DRI-GLO Powe 


SALE STARTS 
TOMORROW. 


Ma COME IN EARLY! 





CHA ASILIGHT oe assem we 
ew $ oe | rm maw \ i 
° = 39 Ye 


Dow mess OUR SPECIAL COUPON oneER On Pac # 


cludes: window sic price 
cards, etc., and newspaper ad 
mats. 


Cotter is preparing a 40 page 
spring and summer catalog for 
V & S Stores’ distribution in April. 
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Is this what you¥ 


have to do to pull in 


customers, Mr. Retailer? 






Not if you make the most of manufacturers’ famous brands! 


BE A BRAND NAME RETAILER-OF-THE- YEAR 


Pier YOU can win retailing’s most coveted award 
4 for your brand advertising and promotions. 
FE Awards bring profits, prestige and public- 
ity. No registration or entry fee. 


BRAND NAMES FOUNDATION, nc. 


“Manufacturers’ famous brands make your selling easier.” 
437 Fifth Avenue” e 
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New York, N. Y. 


This is one kind of hook to gain new 
customers. 

A better one is to feature and promote 
manufacturers’ famous “Brands that 
have made a Name for themselves.” They 
not only bring ’em in, but keep ’em com- 
ing back for more. 

People know and respect Brands... pre- 
fer them over “no-names” 8 to 1. Why? 
Simple enough. Because his brand is his 
bond, a manufacturer does the very best 
he can to deliver consistent high quality 
at a reasonable price. 

This power—this prestige—this pre-sell 
are all automatically yours the moment 
you put the Brands to work for you. 

Put your money on Brand Names. Your 
customers do. 
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vailable Now !! 


NEW — AUTHORITATIVE — COMPLETE 


HARDWARE AGE 


BUILDERS HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. Hi. C. 


All the basic facts about Builders’ Hardware presented in 
simple, easy to understand language. 


Detailed descriptions of functions — applications — specifica- 


tions and estimating. 


A time saving, profit making reference for 


234 pages 
385 illustrations 
81/2” x 11” clothbound 





Architects * Hardwaremen °* Teachers 
° Students * Contractors 


Skillfully organized and easy to understand, this exclusive hand- 
book provides the information necessary to operate a basic 
builders’ hardware business at a profit. Not since the publi- 
cation of "Taking the Mystery Out of Builders’ Hardware" by 
Mr. Brownell, in 1940, has there been made available in one 
source so much practical, down-to-earth information about the 
builders’ hardware business. 


Recommended by 


National Builders’ Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 


wer 
* 


HOUCEUNTH JEUMGaTH . 











Hardware Age, Dept. Al Please send me ...... copies of HARDWARE AGE 
56th & Chestnut Sts BUILDERS’ HARDWARE HANDBOOK by Adon H. 
Philadelphia 39, Pa. Brownell, A.H.C. | will send payment upon receipt 


of the invoice in the amount of $8.00 per copy, plus 
45 cents handling and postage. 


Name 
Address ee Sere ot 
oa p EEN: State 


Check here if sending payment with order, saving you the 45 cents 
handling and postage charge. 











Check this table 
of Contents 


for 9 helpful sections 


Section I—How to use this Handbook 


Suggestions to Students 
Ten Basic Rules of Conduct 


Important Matters Affecting 
Builders’ Hardware 


Section Il—Metals and Finishes 
Section II|—The Hinge Side of the Door 
Section |!V—The Lock Side of the Door 


Section V—Other Door Hardware 


Door Closers, Silencers, Stops, 
Holders. Cabinet, Sliding Door 
and Lavatory Hardware. 


Section Vi—Window Hardware 


Double Hung, Casement, Transom, 
Shutter and Screen. 


Section Vil—Hardware for Specific Types of 
Buildings and Other Hardwore 
Matters of Interest. 


Specialty Items that Build Plus 
Sales. 


Lock Security and Keying 
Proprietary Key Systems 


Section Vill—Specifications— 
Sales and Service—Blue Prints. 


Quoting, Selling, Servicing, 
Scheduling. 


Section |1X—Management 


(Sales Potential, Gross Profit, 
Turnover, Costs, Compensation for 
Salesmen, Personnel) 
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Promotions 


Manufacturers’ New 
Merchandising Plans 








Price specials featured 
for Flint-Ware, slicer 

Ekco Products Co., Chicago, is 
promoting the sale of its stainless 
steel Flint-Ware line and its new 
Waverly edge steak with 
special prices. 


slicer 


Full dealer margins are being 
maintained. 


Prices of the Flint-Ware line 
will be reduced 25 percent be- 
tween Feb. 1 and April 30. The 


promotion will be advertised in 
the March issue of Better Homes 
& Gardens, the April 
Ladies’ Home Journal, 
April 7 issue of Life. 

The Waverly edge steak slicer 
will retail at $1.47 through March 
15. Its regular retail price is 
$2.98. Advertising is being fea- 
tured in Life, Better Homes € 
Gardens, McCall’s and American 
Home. 


issue of 
and the 


Bennett-lreland ad aids 
for dealers set for ‘58 

A heavy consumer magazine 
promotional campaign, direct mail 
program, and several other dealer 
ad aids have been set up for 1958 
by Bennett-Ireland Inc., Norwich, 
|. a ee 

In its “most comprehensive ad- 
vertising - promotional campaign 
in history,” Bennett-Ireland offers 
dealers and wholesalers point of 
displays, ad mats, promo- 
tional literature, and direct mail 
coverage of masons and builders. 

Theme of this promotion is “Be- 
fore you build any fireplace, check 
with fireplace authorities.” 


sale 


4-month Wear-Ever ad 
drive to stress color 


Aluminum Cooking Utensil Co., 
Inc., New Kensington, Pa., has 
planned promotions into May for 


its Wear-Ever and Wear-Ever 
Hallite utensils. 
Hallite’s color choice of tur- 
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quoise and copper-colored covers 
will be featured in the spring and 
summer editions of Bride’s and 
the April issue of Reader’s Digest. 
It will be promoted in 81 news- 
papers in May for Mother’s Day 
giving. 

A February newspaper adver- 
tising campaign will feature 6 and 
8-cup percolators, 12 and 14-in. 
pizza pans, the 2-qt tea kettle, 
square fry pan, square bacon grid 
and drip coffee maker. 

















New Frahion, Fad, 


ORDER NOW! 
CALL YOUR 
JOBBER 

OR WRITE 


THE 


Landers offers specials 
in Operation Landslide 
Special promotional prices on a 
number of key traffic appliances 
have been announced under the 
theme of “Operation Landslide” 
by Landers, Frary & Clark, New 
Britain, Conn. 
The specials are: the Coffee- 
matic Spring Special, at $14.95 re- 
tail: a medium-size electric fry 


pan with probe control, at $15.95; 


Sells Hundreds of 
| HARDWARE ITEMS! 


A host of high-profit hardware items 
are being riveted to belts by teen- 
agers . . 
‘‘natural’’ for promotion by hard- 
ware dealers! Are you taking full 
advantage of this ‘‘once-in-a-life- 
. time’ opportunity? 


. it's a new fad that’s a 


ORDER DOT SPEEDY RIVETS! 


They're the perfect fastener device 
for teen hardware belts . 
hardware items fast, easily, securely 


. . fasten 


AND, THEY ARE BEING 


PUSHED TO TEENS THROUGH 
SEVENTEEN MAGAZINE! Have 
enough Dot Speedy Rivets on hand, 
They're really moving. 





rote) MU I-17-W 7: tae, 1-3 weiek 


3229 South Ashland Avenue * 


Ot alieot-toleome- Pm iiilalels— 


Subsidiary UNITED-CARR FASTENER Corporation 





and the Universal Steam ’N Dry 
Iron, offered to dealers at a spe- 
cial price. 

Dealers who buy five Universal 
irons get the sixth one at one-half 
the regular cost. 

In another phase of the Land- 
slide special, dealers who buy any 
12 Universal appliances, including 
six Coffeematic coffee makers, 
may buy a No. 4460 $29.95 retail 
Coffeematic at $10, and add extra 
profit. 

These 
Landers’ 


magazines will 
promotion: Life, 
Saturday Evening Post, Family 
Circle, American Home, Better 
Homes & Gardens, Bride’s, New 
Yorker, Ladies’ Home Journal. 
Sunset, Living for Young Home- 
makers, Seventeen, Good House- 
keeping, Woman’s Day, McCall’s. 
and House & Garden. 


carry 


Look, 


Arvin to pay freight 

Arvin Industries, Inc., Colum- 
bus, Ind., announces it will prepay 
transportation charges on ironing 
table shipments totaling 300 lb or 
more. 


YOY 
\\ Yi 
\ : ANNAN \ 
NN \ 
\\\ \\ 


\ 


RIFF 


Falls City sponsoring 
dealer display contest 

Falls City Div., Stratton & Ter- 
stegge Co., Louisville, is sponsor- 
ing a dealer window display con- 
test for its lines of Falls City min- 
now buckets and My Buddy tackle 
boxes. 

Dealers submit a photo of their 
window display of these products 
used during March, April, or May. 
Contest deadline is June 1. 

First prize is an expense-paid 
vacation for two in Mexico City. 

Dealers can get entry blanks 
from wholesalers or by writing to 
Falls City Div., Stratton & Ter- 
stegge Co., Box 1859, Louisville 1, 
Ky. 


Contest is sponsored 
by DuPont and Yardley 


Yardley Plastics Co., Columbus, 
and E. I. DuPont de Nemours & 
Co., Inc., Wilmington, are spon- 
soring a dealer contest to name a 
new advertising character for Ala- 
thon 25 plastic pipe. 

The contest period runs from 


Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 


faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 





HING 





March 1 through July 31. Entry 
blanks are being packed with each 
shipment of Yardley flexible plastic 
pipe. 

Four grand prizes will be 1958 
Ford Ranchero trucks. 


Manufacturers announce 
several price changes 

Several price changes have been 
announced by manufacturers. 

General Electric Co., Bridge- 
port, Conn., announces a price re- 
duction of $8 on its deluxe auto- 
matic heater, and a $1 increase on 
models P-14 and P-15 heating 
pads. 

Kentile, Inc., Brooklyn, has re- 
duced prices of KenCove viny!] 
wall base from 1¢ to 2°%4¢ per 
lineal foot. 


Revere to fair trade 

new Patriot Ware line 
Revere Copper and Brass Inc., 

Rome, N. Y., has announced it will 

fair trade its new line of Patriot 

Ware cooking utensils wherever 

possible, effective Feb. 1. 


SINCE 1899 
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NEW HEILIG DISPENSER-CONTAINER 
REVOLUTIONIZES WIRE SCREEN SELLING! 


Saves Time, Money, Screening—Roll Stays in Carton 
—Easy to Cut—No Loose Pieces—No Screen Damage 




























New speed and handling ease for all future 
wire screening retail sales are provided 
by Heilig’s new Dispenser-Container. 





This carton opens in a flash. The 
roll remains in the carton. Screen 

is reeled out as you need it. Always 
stays flat. Simple to measure and 
cut accurately. Roll is stored in the 
carton. No loose pieces. No screen 
damage. Convenient inventory chart 
printed on each container. 





To get the best and save the most, stock 
Heilig Screening in the new Dispenser-Container. 





i oe ee 6 2 Oe Oe | BH OO). 8) ie 


oS © ©, Pe WN Bee Vi VAN EA 


st 
att Set m3 


















~The 
Fas 





NO. 2401 SCISSOR ASSORTMENT 


1 Doz. on a new, smartly redesigned Mer- 
chandiser consisting of 9 pairs of 5” and 3 


pairs of 6”. Heavy gauge forged steel, beauti- 
Se fully finished nickel plated blades and handles. 
Ideal for ff 


home, office or workshop. Every 


— 
Mercha pair hand ground, inspected and guaranteed. 
ce and 59¢ retail. 


= It’s a proven fact — _ 
these two are the best 
of them all, featuring 
only the most popular 
sizes and styles at prices 
everyone can afford! 
Colorful, self-selling 
KLEENCUT Merchan- 
disers are proven shop- 
per stoppers. So cash in 
on these sure-fire 
money-makers — sell 
more scissors at bigger 
profits. Display eye- 
catching KLEENCUT 


























- cs a oo iii, ea a 4. <r | oe ee ee ee ee ae oe eee = @q 
Merchandisers. Please send more information on: : 
) ! 1 
| a, i [} No. 2401 [} No. 1012 ' 
ait) © ' 
T HK 7 A CM i S H EAR CO ' wy NO. 1011 SHEAR ASSORTMENT ! Name... .ccccsesennssnennsnennennenneneennens PS LI a ; 
m "y Doz. All-purpose Shears mounted on attrac- ee ! 
BRIDGEPORT 1. CONNECTICUT me tive red, yellow and biack card for counter | 7 
or wall. 2 pairs 6”, 6 pairs 7”, 4 pairs 8”. 4 aggress ' 
kel pl S | a set 
World's Largest Mfr. of Scissors and Shears) 3 MICRO! preted Bleed, OISCE enemeres Hanes r 
;* SG heussestnnsseneptninneeenesaiiimumin a 


9&¢ retail. - 
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White And Van Buskirk Retire; Andrews 
Heads Division At Landers, Frary & Clark **?0ns'Ntes- 


Landers, Frary & Clark, 
New Britain, Conn., has an- 
nounced two retirements and 
a promotion. 

Richard L. White, chair- 
man of the board, has re- 
tired, but will remain as a 
member of board. 





RICHARD L. WHITE 


Mr. White was president 
of the firm from 1941 to 
1952 when he became chair- 
man. He is a past president 
of the National Electrical 
Manufacturers Assoc. and 
also of the National Hard- 
ware Manufacturers Assoc. 

Karle J. Van Buskirk is 
retiring as vice-president of 
Landers, Frary & Clark and 





E. J. VAN BUSKIRK 


as a director of the Dazey 
Corp., St. Louis, after 43 
years of service with the 
company. 


Mr. Van Buskirk is one of 
the outstanding figures in 
the housewares field. 
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He started as a salesman 
in the cutlery division in 
January, 1915, covering the 
South and Southwest. 

In World War I he was 
in the Navy, and then went 
to Philadelphia for Landers 
on all company products. 

Mr. Van Buskirk was ap- 


pointed cutlery sales man- 
ager in August, 1926, and 
moved to New Britain. He 


was elected a vice-president 
on March 15, 1941, in charge 
of electric housewares, hard- 
ware and cutlery divisions. 
Business associates  hon- 
ored him with a testimonial 


luncheon. He will continue 
to make his home in New 
Britain. 

Mr. Van Buskirk is a 





JOHN A. ANDREWS 


member of the Eastern Hard- 
ware Golf Assoc., Midwest 
Hardware Gold Assoc., Texas 
Boosters Club and Southern 
Old Guard Hardware Club. 
He has served two terms as 
president of the American 
Cutlery Assn. 

John A. Andrews, sales 
manager of the vacuum 
products and hardware divi- 
sion, is assuming responsibil- 
ity for all of the products in 
the division. 

He was appointed sales 
manager in 1955 and has 
been working with Mr. Van 
Buskirk in the sales and 
product plans for the divi- 


sion. 


He 


manager 


sales 
added 


continues as 
with these 


Reinfeld Gets Added 
Marshall-Wells Duties 


R. R. Reinfeld, division 
merchandise manager of the 
housewares department, will 
also handle merchandising 
responsibilities of the sport- 
ing goods and toy depart- 
ments. This move replaces L. 
C. Hanson who has resigned. 

Mr. Reinfeld has been with 
the firm for two years and 
previously spent six years 
with Gamble-Skogmo Co. 

Mr. Reinfeld will be as- 
sisted by A. J. Verhel on 
housewares and toys, and by 
E. F. Canning on sporting 
goods. Both men have been 
with the merchandising divi- 
sion for several years. They 
moved up from the Duluth 
branch. 


California Wholesaler 

Moves To New Building 
Blatt Distributing Co., Los 

Angeles wholesaler, has 


moved to its new building at 
2454 E. 27th St. 


The firm was on_ south 
Santa Fe Ave. 
The new Blatt building 


houses sales, warehouse and 
show room facilities on one 
floor. Warehouse space covers 
53,000 sq ft at a height of 
from 16 to 20 ft. 

There is 6,000 sq ft in the 
modern building devoted to 
offices and showroom. 


Rochester Association 
Elects New Officers 
(N. Y.) Hard- 


Rochester 


ware Assn. introduced the 
new officers at its regular 
meeting Jan. 16. 

Robert L. Madden, Park 
Ave. Hardware, is the new 
president. He succeeds Don- 
ald H. Ross, Wilson Hard- 
ware. 


The new vice-president is 
George W. Beuckman, Beuck- 
man Hardware. Nicholas 
Rivaldo, Stanley’s Hardware, 
is the new treasurer. 

George W. Clark, Clark 
Hardware, is the new secre- 
tary. He succeeds Harland 
K. Muhs, Weed & Co., who 
had been secretary for 13 
years. 


Lauson Service And 
Parts Centralized 


All service, parts and af- 
termarket sales of 2 and 4- 
cycle gasoline engines of 
Lauson-Power Products Divi- 
sions of Tecumseh Products 
Co., have been centralized in 
the Central parts depot at 
Grafton, Wis. 

F. O. Beckman, director of 
service, will supervise the 
new division. This centrali- 
zation will result in more ef 
ficient inventory control and 
faster shipment of parts to 
the 8,000 service outlets in 
the country. 

The Depot will house a 
technical service training 
school and facilities for pro- 
ducing and mailing service 
manuals to the trade. 





DEALER BRIEFS: 





“Successful Paint Promotions” Talk Made By 
Elmharst, Ill, Dealer; Visual Front Added 


Elmhurst, Jil.—Art Hadka, 
paint department manager, 
Soukup’s Hardware Store, 
116 N. York St., recently 
gave an address at a sales 
seminar held by Devoe & 
Raynolds Co., Louisville. 


Subject was ‘‘Promotions 
Which Successfully Merchan- 
dise Paint in a Store.” 


Springfield, Mo.—Consum- 
ers Hardware is installing a 


(Continued on page 79) 
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JOHN W. McDADE 


McDade Of Rich-Con 


Manages Oklahoma Area 
John W. McDade has been 
appointed sales manager of 
hardware sales in the Okla- 
homa territory for Richards 
& Conover Hardware Co., 
Kansas City wholesaler. 

Mr. McDade has been with 
Rich-Con since April, 1957, 
merchandising manager 
of sporting goods and toys in 
the Oklahoma City Division. 
He now assumes responsibil- 
ity for all general line sales 
in the state with offices in 
Oklahoma City. 

Rich-Con has closed the 
Oklahoma City warehouse 
(see HA Jan. 16, p. 163) and 
converted most facilities to 
floor covering. 


as 


Harry Keenan Heads 
Phillips Hardware Co. 


Harry E. A. Keenan has 
been elected president of 
Phillips Hardware Co., Cam- 
bridge, Md. wholesaler. 

Mr. Keenan joined the 
firm in 1922 as a representa- 
tive for the wholesale and 
retail division. In 1945 he 
was named manager of the 
wholesale division. 

He became a director of 
the corporation in 1946. In 
1954 he became general man- 
ager. Mr. Keenan now 
president, general manager 
and a director. 


is 
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Hamilton Boosts Four 
Top Level Executives 


Hamilton Mfg. Corp., Co- 
lumbus, Ind., has promoted 
four members of its sales and 
advertising staff. 

Thomas R. Henderson, 
former director of sales, is 
now general sales manager. 
He joined the firm in 1946 
as a sales correspondent. 

Arthur F. Kimberley, for- 
mer eastern sales manager, 
has been named director of 
sales. He came to Hamilton 





THOMAS R. HENDERSON 








ARTHUR F. KIMBERLEY 


as a territory representative 
in 1947. 

James F. Rhoades, adver- 
tising manager, has become 
director of advertising. 

John Nolan, assistant ad- 
vertising manager, now 
advertising manager of the 
Cosco Household Div. 


is 


30, 1958 





Ace Hardware Adds 37 Super Stores In 1957: 
Reports Sales Increases In 80% Of Stores 


Ace Hardware Corp., Chi- 
cago, had good news for all 
at its 34th annual conven- 
tion Jan. 5-7 in Chicago. 
(See picture on page 81). 

More than 1000 dealers 
and personnel representing 
285 stores from 12 states at- 
tended the 3-day convention 


and show where 340 manu- 
facturers displayed their 
wares. 


In his report to the gather- 
ing, Richard Hesse, president 
of Ace, said “there is a trend 
to new methods of hardware 
distribution. The old order 
must keep pace with chain 
stores and discount houses. 
Ace has been developing sys- 
tems and methods to combat 
this situation for the past 33 
years. Its aim is to benefit 
the hardware dealer.” 

Thirty seven Super Ace 
hardware stores were added 
in 1957 and Ace plans to con- 
tinue to add stores on a qual- 
itative basis. 


Sixty one stores made pur- 
chases for the year exceeding 
$100,000 and qualified for 
the Ace 100 Club. Sales at 
wholesale to all stores aver- 
aged about $80,000 per store. 
Eighty percent of the stores 
showed an increase in sales 
last year. 


Mr. Hesse stated that sales 
ran 20 percent ahead of 1956 
and expects the volume to 
continue on this high level. 

Expenses were cut in Ace 
stores throughout last year. 
Reasons for this included 
conversion to self-service, use 
of pre-printed orders, illus- 
trated check list and the use 
of uniform stock numbers 
throughout. 


Among other items on the 
convention agenda, stamp 
plans were discussed. They 
were voted down, unani- 
mously. 

Closing event of the ses- 
sions was a banquet. 





Janney, Semple Hill 
Promotes Fitzimons 


John R. Fitzimons has 
been named assistant man- 
ager of sales promotion and 
advertising for Janney, Sem- 
ple Hill & Co., Minneapolis 
wholesaler. He suceceeds 
Robert R. Burns who has 
left the firm. 

Mr. Fitzimons has _ been 
eastern division manager of 
Janney’s Service & Quality 
Hardware Stores Div. and 
has spent a number of years 
in close association with the 
development of the S & Q 
program. 

He is well acquainted with 
the problems facing every 
dealer. His previous mer- 
chandising experience in- 
cludes positions with Mont- 
gomery Ward & Co., and 


with Butler Bros. Ben Frank- 
lin Stores. 





: 


JOHN R. FITZIMONS 


Atlanta Change 


Moore-Handley Hardware 
Co., Birmingham wholesaler, 
has moved its Atlanta op- 
eration to 740 Glenn St. The 
new headquarters have about 
5000 sq ft of space, for the 
routing of orders filled out 
of the Birmingham ware- 
house to local customers. 









PATENT 
APPLIED FOR 


JACK NUT 


Holds Fixtures Securely On 
Hollow-Core Flush Doors 


Now, for the first time, you can |\\\\\) 
sell a fastener which holds mirrors, 
racks, shelves, kickplates, etc., 
securely on wood or metal holiow- 
core flush doors. Only 3/8” expan- 
sion space required. And the weight 
Jack Nuts will hold is limited only 
by the strength of the door. 

















_— Kn ae a 











WORKS IN EXPANSION SPACE AS SMALL AS %” 


Anchorage is safe, permanent, cannot pull through. 
Fixtures can be removed and replaced in the same nut. 
Neat in appearance. Will not disfigure door or mar the 
finish. Jack Nuts are self-adjusting to grip any material 
from 0” to 3/8” thick. As easy to install as A-B-C with 
screwdriver and standard screw. 





DRILL HOLE 
AND INSERT 
JACK NUT. 





RUN IN SCREW 
UNTIL IT TURNS 
FAIRLY HARD. 









\ 
c YC 
FIXTURE CAN BE 
REMOVED AND 
REPLACED IN 


SAME NUT. 


® Only 1, the size of next smallest hollow wall 

fastener on the market. 

® The only blind fastener that pulls up to 0” thick. 
ness and holds securely in sheet metol. 


® By the makers of famous Molly Screw Anchors. 





“Ut? ASK YOUR JOBBER FOR MOLLY JACK NUTS 
WRITE FOR FREE LITERATURE 





(MOLLY 


CORPORATION 


READING, PA. 








NEWS OF 


News of the Trade 





| MANUFACTURERS AGENTS 


Frank A. McCarthy of 
Minneapolis has been ap- 
pointed representative of Pe- 
oria Metal Specialty Co., Pe- 
oria, Ill., in the states of 
Minnesota, Wisconsin, Iowa, 
and North and South Dakota. 
'Mr. McCarthy recently es- 
| tablished his own manufac- 
turers’ agency with head- 
quarters at 5301 Vincent 
Ave., South, Minneapolis. He 
was formerly associated with 
the Ekco Products Co., Auto- 
yre Co., Div. 





v 


Branchell Co., St. Louis, 
has named Tom J. Carroll, 
Memphis, representative for 
melamine dinnerware in 
western Tennessee, Arkan- 
sas, Louisiana and Missis- 
sippi. Buford K. Brooks, 
Louisville, who now repre- 
|sents the firm in most of 
| Indiana, will also cover east- 
-ern Tennessee (including 
Nashville) and Kentucky. 





Embree Mfg. Co., Eliza- 
beth, N. J., has appointed 
Corrigan-Gane & Co., Phila- 
delphia, representative in 
eastern Pennsylvania, Mary- 
land, Washington, D. C. and 
Virginia. 


v 
F.. H. Hirte Co., Box 566, 
Portland, Oreg., has been 
formed by Frank H. Hirte, 
a veteran of 12 years in 
wholesale selling in the 
northwest. Mr. Hirte had 


been a merchandise manager 
for Marshall Wells Co. at 
Spokane, and at Portland. 
Most recently, he was north- 
west district manager for 
Paul H. Rice Co., repre- 
sentative. 
Vv 


Plas-Tex Corp., Los An- 
geles, has appointed Torgan 
and Goodfriend, New York 
City, representative for 
polyethylene housewares in 
metropolitan New York and 
northern New Jersey. 











Northwest Hardware Club 
and the Minneapolis-St. Paul 
Housewares Club approved 
merging at a joint meeting 
early this month. 

John Sieff, sales manager 
of S & M Co., Minneapolis 
hardware wholesaler, was 
elected president of the club. 

Donald Davis, district man- 
ager for Hamilton Mfg. Co., 

is vice-president. 
| A. W. Cullen, editor of 
Hardware Trade, is_ secre- 
_tary-treasurer. 

Directors are Gerald Hoy, 
_Mirro Co., Maurice Finley 
‘and S. C. Wright, manufac- 


Hardware, Housewares Associations Merge 


Club officials, left to right, A. W. Cullen, Maurice Finley, John Sieff. 
Arnold Borchardt, Don Davis, S. C. Wright, Gerald Hoy, and 
| Gaylord Jellison. 


turers representative; Ken 
Schaffer, Farwell, Ozmun, 
Kirk & Co.; Gaylord Jellison, 
Our Own Hardware Co.; Ar- 
nold Borchardt, Silex Co. 


New Jersey Club Exhibit 


The New Jersey House- 
wares Club will hold an ex- 
hibit of new items for house- 
wares and hardware dealers 
on Feb. 6 at the Military 
Park Hotel, Newark, N. J. 
Some 70 manufacturers will 
show key lines. There will 
be free gifts and refresh- 
ments. 
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News of the Trade 














New appointments. new territories. etc. 


MANUFACTURERS’ SALESMEN 


American Tackle & Equip- 
ment Co., Philadelphia, has 
appointed Vernon S. Green- 
wood of Orlando, Fla., south- 
eastern representative cover- 
ing Alabama, Florida, 
Georgia, North and South 
Carolina. Mr. Greenwood 
was southeastern representa- 


tive for Ashaway Line & 
Twine Co. 
Vv 
Millers Falls Co.. Green- 


field, Mass., has appointed S. 
L. McKenzie, Jr., represen- 
tative for all lines through- 
out the Texas area. He will 
headquarter in Fort Worth. 


The firm appointed Robert 
A. Kraner_ representative 
for the general hand tool 


line in the midwest. He will 
work out of Chicago. 


Delta Power Tool Div., 
Rockwell Mfg. Co., Pitts- 
burgh, has appointed two 
district managers. Frank E. 
Sisk, former sales engineer 
of Southwest Welding & 
Mfg. Co., Richmond, Calif., 
will headquarter in Newark, 
Calif. Walter N. Mullen, 
former district manager for 
Gray Co., Inc., takes charge 
of the Decatur, Ga. office. 


v 
Western Tool & Stamping 
Co., Des Moines, has named 
Douglas C. Erickson district 
sales manager for the Hom- 
ko and Certified power lines 
in Pennsylvania and western 


New York. Mr. Erickson 
formerly was district sales 
manager for O. Ames Co. 


Before that he operated his 
own manufacturing plant. 





DEALER BRIEFS: 


(Continued from page 76) 


new visual front. A small 
lobby will be enclosed, giving 
Ben Westcott’s store addi- 
tional floor space. 


Permacel Name Change 
Fits Broader Activity 


The diversified activity of 
Permacel Tape Corp. 
prompted a name change to 
Permacel - Lepage’s Inc. By 
so doing, the firm has joined 
its own familiar name in the 
cellophane tape field to that 
of a familiar name identified 
with household glues — Le- 
page’s. 

Permacel, a Johnson & 
Johnson Co., acquired Le- 
page’s in the spring of 1956. 


Headquarters of Permacel- 
Lepage’s, Inc., is in New 
Brunswick, N. J. 


Lenox China Purchases 
The Branchell Company 


Lenox, Inc., Trenton, N. J. 
manufacturer of china, has 
purchased the Branchell Co., 
St. Louis maker of plastic 
dinnerware. The combined 
annual sales volume of the 
expanded company will be 
about $14,000,000. 

Branchell, maker of Bran- 
chell, Royale, Color - Flyte 
and Aztec dinnerware, will 
now operate as Lenox Plas- 
tics Inc., subsidiary of Lenox, 
Inc. Executive officers and 
all other personnel will con- 
tinue in the same capacity. 








BUY 





AND SELL QUALITY 


GAEDEN HOE 


te ae Oe ore 











HARDWARE AGE, JANUARY 30, 1958 






















































gent 


Eee NC 14 


AUTOMATICALLY 
DUPLICATES CYLINDER KEYS 


YOU or any of your clerks can 
easily cut accurate keys with 
this automatic machine. 




















IT will show a good profit and 
make many happy customers 
for your store. 


MAIL COUPON TODAY 





KEIL LOCK CO., INC. 
Charlestown, New Hampshire 


Please send complete information on your 
No. 1 series of Key Duplicating Machines 








RA Rae A ATE Po SR EA 

PLEASE PRINT 
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City- (Se EASES 








Remington Arms Boosts Together To Cut 


Three Sales Executives 


Remington Arms Co., Inc., 
Bridgeport, has made several 
changes in sales executive 
posts. 

Dewey Godfrey, vice-pres- 
ident and director of sales, 





DEWEY GODFREY 





GAIL EVANS 


has become vice-president of 
sales. In 1923, Mr. Godfrey 
joined Peters Cartridge Co. 
which became a division of 
Remington in 1935. He be- 
came vice-president and di- 
rector of sales in 1954. 

Gail Evans, assistant di- 
rector of sales, has _ been 
named director of sales. Mr. 
Evans joined the firm in 
1935 as an advertising as- 
sistanf and has held his most 
recent post since 1954. 

John D. Mitchell, assistant 
director of sales, will assume 
the former responsibilities of 
Mr. Evans. Mr. Mitchell 
joined Remington in 1939. 


New Bulletin Issued 
On Catalog Pages 

The National Wholesale 
Hardware Assn. is calling 
attention to its program for 
catalog standards with a new 
bulletin entitled “Let’s Work 
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News of the Trade 








Catalog 
Costs.” 

The bulletin 
cations of materials whole- 
salers want from manufac- 
turers to make their catalog 
pages by offset printing 
process. The specifications 


lists specifi- 


include size and type of 
illustrations, size and face 
of type, and copy content. 


Copies of the bulletin can 
be obtained from the associa- 
tion, 1900 Arch St., Phila- 
delphia 3, Pa. 


Frank Cankar Heads 
AMF Cycle Division 


Frank H. Cankar, former- 
ly manager of bicycle sales, 





FRANK H. CANKAR 


has been named general man- 
ager, AMF Cycle Div., Amer- 
ican Machine & Foundry Co., 
Little Rock. He will continue 
as manager of bicycle sales. 

Mr. Cankar has _ served 
with three AMF subsidiaries 
since 1952 and has held his 
most recent post since 1954. 


Aladdin Marks 50th 
Anniversary Next Month 


Aladdin Industries, Inc., 
Chicago, marks its 50th 
Anniversary this year. 


In February 1908, Victor 
S. Johnson, Sr., incorporated 
a kerosene lamp business in 
Chicago under the name of 
Mantle Lamp Co. of Amer- 
ica. 

Since then, Aladdin hag 
grown and _ diversified its 
line to include vacuum ware 
for lunch kits and also pro- 
duces electronic equipment, 

Victor S. Johnson, Jr., son 
of the founder, is president 
of the company. 


Fibre Box Assn. 
Sponsors Contest 


The packaging awards 
shown on page 72, Nov. 7 
issue, were made in _ the 
fourth annual fibre box com- 
petition sponsored by the 
Fibre Box Assn., of Wash- 
ington, D. C. 


Dutton-Lainson Opens 
Electrical Division 


Dutton-Lainson Co., Hast- 
ings, Neb., wholesaler and 
manufacturer, opened an 
electrical wholesale division 
at North Platte, Neb., Jan. 
29. 

Expansion of this division 
to North Platte was designed 
to provide service to western 
Nebraska, eastern Colorado 
and Wyoming. 

Bill Forcede will manage 
the new North Platte Divi- 
sion for the firm which has 
been in operation since 1886. 
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Walter Bahner, co-owner of the Marshall-Wells Store 


Minnesota Dealer Group Elects Officers 


% 






gee ye 


~~ 


, Foley, Minn., 


has been elected president of the Minnesota Retail Hardware Assn. 


at its annual convention Jan. 6 in Minneapolis. 


Lars Mohagen, 


Mohagen Hardware, Elbow Lake, Minn., was elected vice-president 
and Buck Doran, Farm & Garden Service, Duluth, was named to the 
board. Shown here left to right: Mr. Mohagen; Mr. Bahner; C. J. 


Christopher, Minneapolis, manager-treasurer; and Mr. Doran. 











Hardware Age 


Photo Angles 


A report in 
pictures of events 


in the trade 


Sales, service and promo- 
tion plans for 1958 were 
outlined at the first annual 
sales meeting of Pioneer 
Saws Div. Outboard 
Marine Corp., Waukegan, 
ll. Left to right, front 
row: Cal Goodwin, George 
Young, service manager; 
Robert Wilms, Oliver Cook, 
Clifford Adams. Back row: 
Bill Simonson, Robert Lee, 


Tom Parks, Ray Smith, 
sales manager; Joseph 
Brown, field sales man- 
ager; Lyle Custer, James 
Scott. Division manager, 
F. S. Fenton. not shown, 


took part in presenting the 


program. 
4 


More than 1000 dealers 
and manufacturers at- 
tended the closing ban- 
quet at the Ace Hardware 
Corp. 34th Annual con- 
vention and show in 
Chicago Jan. 5-7. The 
banquet was given in the 
Hilton Hotel's Grand Ball- 


room. See story on page 


77. 
> 
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A plaque commemorat- 
ing b4 years Of OuTsranu- 
ily Service TO The nara- 
ware inaustry is presented 
to Menry A. Moeynck, or. 
by L. Y¥. Kowlanags, pub- 
lisner or Maraware Age. 
ithe plaque was presented 
at a dinner attended by 
a group of long-time busi- 
ness associates on the oc- 
casion of Mr. Hoeynck's 
retirement from Shapleigh 
Hardware Co., St. Louis 
wholesaler. In the photo 
are, left to right, R. A. 
Wolff, merchandise man- 
ager, Shapleigh, Frank B. 
Kane, American Steel & 
Wire Co., co-chairman of 
the dinner, Mr. Hoeynck, 
Mr. Rowlands, Lou Ger- 
shon, master of ceremonies, 
and Fred Johnson, presi- 
dent, Shapleigh. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Eack additional 


*eree ee eee 


Pikckacteons 10 


Each additional word ......... . 


Allow Seven Words for Keyed Address 
er Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/ discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, uniess accormpanied by 
sufficient postage for remailiag. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order ia form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 





SALES 
REPRESENTATIVES 
WANTED 
Wholesale Hardware Trade 


Manufacturer of solid and stranded 
galvanized clothes line wire has open- 
ings for reputable selling organization 
in following areas: 

Rocky Mountain area; Southeast: Ohio: 
Pa; Mich; Minn; N & S Dak: Mo; 
Kans; Nebr; lowa. All territories fully 
protected. Please give full particulars 
in first letter. 


Address Box A-48, care ef HARDWARE AGE 
Chestnet & S6th Sts., Philadelphia 39, Pa. 























PAINT SALESMEN (2) WANTED 


The right men have a substantial drawing account, top 

commissions and established territories waiting for 

them. We manufacture full lines of do-it-yourself 

shelf goods and painters’ white goods and have volume 

discount and private label setup for big buyers. All 

replies will be held in strict confidence, our men know 
this advertisement. 


Address Box A-27, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer man now 
calling on paint, hardware, lumber dealers. Protected 
territories. Established business. Will also consider 
sideline man or manufacturers’ agent. 


Address Box A-23, care cf HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














REPRESENTATIVES WANTED 


Calling on Wholesale Hardware and Jobbing 
Trade to handle packaged picture hooks and 
nails. Excellent commission. Most territories 
open. Please state trade and area covered 
plus lines carried. 


Address Box A-42, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALES REPRESENTATIVES WANTED 
by manufacturer of lambswool floor applicators, 
refill pads, pcelishing bonnets and discs, wash 
mitts of all types, sponges, genuine 
chamois, and scouring pads. 
pliers, with a complete product line. This is a 
top quality line, received with enthusiasm by all 
professional cleaning supply distributors. All our 
products are strongly merchandised and competi- 
tively priced. Send full information about your- 
self in first letter, stating lines now carried. terri- 
tory covered, and all trades sold to. Several 
choice exclusive territories now open. Beverly 
Manufacturing Co., 10 Roland St., Boston 29 

ass. 





EXCELLENT LINE for sales representatives 
calling on the retail trade in hardware, depart- 
ment, variety and chain stores. Good commission 
Write: Midwest Plastics Mfg. Co., 208 Bates 
Avenue, St. Paul 6, Minn. 
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imported | 
We are prime sup- | 





We Need A Few More 
REPRESENTATIVES 
Who Are Men of Action! 


If you already have an established 
following among hardware whole- 
salers, electrical or plumbing job- 
bers, you will recognize the vast 
profit potential in EASY - HEAT— 
the complete freeze-protection 
line. These popular Do-It-Your- 
self kits cover Heat Tape, Band 
and Cable models, including the 
first completely automatic unit 
with built-in thermostat. Products 
are guaranteed to prevent pipes 
from freezing—protect farm wa- 
terers, roof gutters, trailer plumb- 
ing, hot beds, etc.—to 50° below 
zero. National advertising. Liberal 
commissions. Incentive plans. 
Write for full details of attractive 
sales plan. 


WELCRAFT PRODUCTS CO., INC. 
Dept. HA, New Carlisle, Ind. 











SALESMEN WANTED 


The Robeson Cutlery Company has openings in its 
sales department for several qualified salesmen to sell 
quality cutlery to department stores and hardware 
stores in the states of Michigan, Indiana, Kentucky, 
West Virginia and Pennsylvania. Salary and com- 
mission arrangement. A real lifetime opportunity for 
qualified salesmen. Mail complete resume to Sales 





Manager, Robeson Cutlery Co., Ine., Perry, New York 











EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 








MANUFACTURE OF FAST SELLING 
ARESOL AIR REFRESHERS and Fire Extin- 
guishers (labeled and private branded) Wants rep. 
resentative for both type of sales, all territories 
open, commission basis. State in first letter area 
covered, type of trade! Aresol use is constantly 
growing, join us and build your future! Write 
today to: W. FREEMAN, SHIELD CHEMI- 
CAL CO., 50 Brook Road, Needham Heights 94, 
Mass. 





HARDWARE SALESMAN to cover whole 
sale hardware, building supply trades in Boston 
area for established New York manufacturer ot 
wire staples used in stapling machines. Sideline 
basis. Good repeat business. Commission. Ad 
dress: Box A-40, care of Harpware AceE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








SALES REPRESENTATIVE WANTED 


WHOLESALE HARDWARE 
NEW ENGLAND TERRITORY 


Address Box 1227, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALESMAN WANTED 


Leading Wholesale seed house has opening in 
Ohio for a lawn seed salesman 30-40 years of 
age. Hardware trade experience necessary. 
Salary, expenses, auto, and commission. 
Man must have initiative. Send details and 
references to: 

Address Box A-45, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 3, Pa. 


nd 














MANUFACTURER'S REPRESENTATIVE WANTED 


Salesman now calling on hardware and variety stores 
with two or t non-conflicting lines. We offer a 
good staple line of 23¢, 49¢ and 98¢ paints, low 
priced gallon paints and a nationally advertised line of 
popular prieed paints on a ccmmission basis. This 
merchandise hes mass market appeal. Every store 
selling paints is a good prosnect. Write advising age, 
marital status, territory covered, how often you cover 
it and lines now carried 


Address Box 1217, care of HARDWARE AGE 








Chestnut & 56th Sts., Philadelphia 39, Pa. 





WANTED FOR MIS- 
SOURI, Kansas, Iowa, Nebraska to sell high- 
grade imported cutlery to hardware, cutlery, 
sporting goods retailers. Liberal commission. No 
objection to non-conflicting line or as side line. 
Knowledge of cutlery essential VOSS COT 
LERY COMPANY, INC., 381 4th New 
York, New York. 


REPRESENTATIVE 


Ave., 


—_ 


SALES REPRESENTATIVES, COMMIS- 
SION BASIS, to handle attractively priced and 
quality line of residential locksets for well estab 
lished manufacturer selling to lumber, building 
material and hardware trade. Address: Box A-24, 
care of Harware Acer, Chestnut & 56th Sts. 
Philadelphia 39, Pa. 











COLD CHISELS, wrecking bars, etc. We 
make a full line of polished, branded, guaran- 
teed forgings sold direct to retailers. Representa- 
tives are wanted in Virginias, Carolinas and Ohio. 
Address: Box A-36, care of HarpDware AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








MANUFACTURER’S REPRESENTATIVE 
WANTED to sell popular repeat specialty to 
wholesalers and jobbers. Old established manu- 
facturer. Excellent commissions. Exclusive terri- 
tory now available in most states due. Please 
state type of trade covered and line carried. 
Address: Box 1008, care of HArpware Ace 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


REPRESENTATIVES CALLING 
HARDWARE jobbers and industrial accounts 
wanted for line of shelf and sliding wardrobe 
hardware. Send full information about self, lines 
carried, territory and trades sold to. Territories 
open in southwest and intermountain areas. Ad- 
dress: Box A-44, care of Harpware AcE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








ON 





MANUFACTURERS AGENT TO CARRY 
revolutionary new enamel. Liberal commission 
arrangement. This is a specialty item to use as 
a door opener. Write for details on this money 
maker. Address: Box A-47, care of HARDWARE 
Acs, Chestnut & 56th Sts., Philadelphia 39, Pa. 
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Accounts Wanted 








LINE WANTED 


‘irst Class 


Southern Sales Organization trav 
eling five men, wants additional jobbing line. 
Aggressive and well financed with warehouse 
“nd office facilities in Central Florida. Line 
should have Summer Sales Appeal. real merit. 


be priced right Write. 


A. W. Thacker Co.. 


Wire, Phone 


Clermont, Florida 














REPRESENTATIVES 


Covering 


aggressive 


all phases of jobbers 
service. We are 


Can render reliable 
national distributors with 


established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We earry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corporation, 7 


Wood Street, Pittsburgh 22, Pa. 











RELIABLE REPRESENTATIVES 


Currently calling on Wholesale Hardware, Mill 
Supply, Marine Supply and some miscellaneous 
manufacturing trade in southeastern states 
from Virginia to Fiorida. Interested in one 
or two additional lines with volume possibilities. 


Address Box 1219, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











MICHIGAN, INDIANA, OHIO, KEN. 
TUCKY. Well established. capable and efficient 
sales representation, available to a good manu- 
facturer of a hardware or houseware line, selling 
to the jobbers, janitor and restaurant supply 
chain stores, etc. We do not call on the regular 
run of retail trade. Address: Box A-35, care of 
HARDWARE AGE, Chestnut & 56th Sts., Philadel- 


phia 39, Pa. 





Consistent, Conscientious, Concentrated 


coverage of metropolitan 

New York and New Jersey 
BOBROW LEWELL ASSOCIATES 
814 Broadway, New York 3, New York 


(We get resulis) 











ADDITIONAL LINES WANTED 
TRIBUTION TO JOBBERS, 
STORES, RETAIL HARDWARE AND 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type eflective sales 
organization now currently calling on trade in 
the above states is interested in launching and 
pioneering new products 
volume sales possibilities. 
*‘order takers*’ but professional salesmen who will 
detail, introduce, merchandise, promote and SELL 
your product to the retail trade. Our services also 
include professional advertising, promotion and 
merchandising assistance, with a successful 
sales record. Complete warehouse and billing fa- 
cilities available. Address: Birkbeck Brothers. 
Inc., 70 North York Road, Willow Grove, Penna. 


FOR 
CHAINS, 


DIS- 
DEPT. 
LUM. 


Our salesmen are nut 


along 


MANUFACTURERS REPRESENTATIVE 
WITH TEN YEARS’ EXPERIENCE ealling on 
wholesale building materials, hardware jobbers, 
sash and door companies, and specialty building 
materials, etc. Well established connections. Waut 
one additional top line for Arkansas, Louisiana. 
and Mississippi. Will attend N.A.H.B. show in 
Chicago in January. Available for interview at 
Hilton Hotel Address: Box A 41, care of Harp 
WARE AGe, Chestnut & 56th Sts., 
Penna. 


Philadelphia 39. 


and established lines with | 


CALIFORNIA 


Experienced sales organization with 
warehouse facilities will handle your 
sales promotion to hardware, house- 
wares, rack jobbers and chains. 
Address Box A-33, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








LINE WANTED 


Well established with three manufacturers. Can give 
good representation to one more aggressive company. 
interested in hand or elec. too!s, hardware specialities, 
garcen equipment Many years of good relationship 
with all elasses of wholesale trade If you have a 
line of merit with or without establishment we can 
> you excellent results in OHIO, MICH., IND., 
and N. KENTUCKY. Your requests for references 


Address Box A-26, care :f HARDWARE AGE 








Chestnut & 56th Sts., Philadelphia 39, Pa. 








Help Wanted 








AUTOMOTIVE 
HARDWARE SALESMEN 


Nationally known automotive hard- 
ware company expanding sales 
force, offers opportunity for experi- 
enced hardware salesmen capable 


of earning $7,500-$10,000 per year. 
Write giving educational and sales 


background to Mr. L. O. Braden, 
Fullwell Motor Products Co., 4005 
Clark Avenue, Cleveland 9, Ohio 











MANAGERS AND 


ASSISTANT MANAG 
ERS for large retail hardware in the San 
Fernando Valley—-20 miles from Los Angeles 


Experienced intelligent people, ages 30-40 wanted 
to manage hardware, paint, housewares, electrica' 
and plumbing departments. Excellent opportunity 
to grow with an organization that is growing with 


- West. Live in the fabuleus San Fernando 

Valley with its year round Summer. Write full 
details to Box 830, care of Harpware AGe, Chest- 
nut & 56th Sts. : Philadelphia am Fe. 

GENERAL OFFICE MAN WANTED. Must 
have hardware experience. Only capable per- 
son need apply. Breoklyn Wholesale Hardware 
Concern. Good opportunity. Address: Box A-46 
care of HArpwareE AGe, Chestnut & 56th Sts 


Phil: aelp hia 39. Pa. 


Fr [EL D S SAL ES MAN AGE R. Ww ell established 
plastic pipe manufacturer needs capable man with 
successful sales experience in plastic pipe. Sal 
ary and expenses. Excellent growth opportunity 
Send complete business and personal resume. Re 
plies confidential. Consolidated Pipe Co. of Amer 
ica, 1066 Home Avenue, Akron 10, Ohio. 





BE YOUR OWN BOSS 


HERE IS AN OPPORTUNITY TO GO INTO 
BUSINESS FOR YOURSELF! 
EXCLUSIVE FRANCHISED TERRITORIES. 


Territories open for 75 mile trading area of 
Cincinnati, Columbus, Toledo, Detroit, Indian- 
Gpolis, Pittsburgh and Erie. Approximate in- 
vestment, Walk-in Truck and $3,000.00. No ex- 
perience necessary. We train you. 


For details. write 


SHARON BOLT & SCREW CO., 
Endicott St., Norwood, Mass. 


See us at the Ohio Hardware Show 
Feb. 10. I! and 12, Public Auditorium, 
Cleveland, Booth 906 


INC. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


reduction, money raising, 
get America’s most re- 
Send for 


lf you want a sale, 
removal or closeout, 
liable and productive sales plans. 
prospectus today. 

J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 











Business Opportunities 





HARDWARE STORE: Volume 1957 over 
$145,000.00. 3800 square feet of inside selling 
space plus large garden shop and storage room. 
Lecated in fast growing suburban Washington 
Db. C., area. Sales increasing each year. In- 
ventory value over $30,000.00, fixtures present 


value $5,500.00 total price $50,000.00, 
cash to handle principals only. 
interests. Address: Box A-37, 
AGE, Chestnut & 56th Sts.. 


$28,500.00 
Owner has other 
care of HARDWARE 
Philadelphia 39, Pa. 








HARDWARE BUSINESS FOR SALE—Es- 
tablished 1878 in thriving Northern Illinois City 
population 4000, Rich Dairy district, sport goo 
hardware, paint and glass, electrical, plumbing 
eoods, housewares, farm and garden. 4800 sq. ft. 
main floor and basement, reasonable rent. Ad 
dress: Box A-34, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





Western lowa Modern Hardlines 
Annual gross $70,- 


FOR SALE: 
and Automotive supply store. 





000, Rent $250.00, Inventory $18,000, fixtures 
valued at $6000, parking lots adjoining. Price 
$18,500.00. Address: Box A-10, care of Harp- 
WARE AcE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 

FOR SALE: Old established Hardware Indus 
trial and Contractors supply business. Distributor 
for 30 manufacturers, some wholesale. Located 
Delaware Valley. Long term lease. Address: 
Box A-ll. care of Harware Ace, Chestnut $ 


56th Sts., Philadelphia >. Fa. 














SPECIAL TRIAL ASSORTMENT One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble | mt. Roxbury 19, Mass. 





Small Hardware Store in Smith 
ton, Westmoreland County, Penna., owner wishes 
to retire. Will finance purchase. Does Cash 
business only. One owner past 30 years. Laugh 
:ey & Sons, Real Estate, Sccttdale, Penna. 


FOR SALE: 





Positions Wanted 





WITH SEVENTEEN 
YEARS’ EXPERIENCE, desires position in pur- 
chasing department of southern wholesale hard- 
ware company. Have eight years’ experience as 
purchasing agent of general wholesale hardware. 
Have experience in stock control and warehous- 
ing of both retail and wholesale hardware. Refer- 
ences upon request. Address: Box A-39, care of 


HARDWARE MAN 





Harpware Ace, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 
HARDWARE MAN. Excellent record mer- 


chandising and sales wholesale and retail levels. 
Now holding top sales territory—-wishes to repre 


sent manufacturer direct or on brokerage basis 
covering Colorado, New Mexico, Arizona, Utah 
Address: Box A-38, care of Harpware AGE, 


Chestnut & 56th Sts., Philadelphia 39, Pa. 





hae. 


UMARSHALLTOWN 
ad 


MARSHALLTOWN TROWEL COMPANY - 


MARSHALLTOWN, IOWA 





HARDWARE AGE, JANUARY 30, 1958 









Champiov SPRINKLERS 














LIST PRICE | 
ANTLSYPHON CHECK VALVE $5.50 


Full water-way.No restriction, 34"' pipe 
















































UNION VALVE (Non-Union (0728 $960 


Swivel seat for long life, 4°’ pipe 





POP-UP SPRINKLER HEAD 


Pops up 12” above grass 


$100 





REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 


30 





HOSE TO PIPE FITTINGS 


Various sizes available 





30 





HOSE Y 


Ideal for Siamese connections 





68 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. CO. 


1460 NAUD ST. © LOS ANGELES 12, CALIF. © CA 1-2108 












Dito! 























Nothing’s too good for McGinnis — since he started 
suggesting “Scotcn” Brand Masking Tape 
with every sale! 











Index to Advertisers 











A 


Acme Shear Company .. 
Airex Division 
Lionel Corporation 
Aluminum Co. of Amer. 
Pigment Div. | 
American Chain Div. 
American Chain & Cable 
Co. aera 
American Thermos 
Co. 
Amerock Corp. | 
Animal Trap Co. of America 
Ardmore Products Co. . 


Products 


Brink & Cotton Mfg. Co. 
Brown, Inc., John Clark. . 


Cc 


Century Products, Inc. .... 
Champion Brass Mfq. Co... 
Chattanooga Wheelbarrow 
Co. 
Columbia Fastener Co. Div. 
United Car Fastener Corp. 


D 


DeWitt Products Co. 
Draper-Maynard Co. 


DuPont DeNemours & Co.., 
E. |. Plastics (Tynex) 
G 


Gibson Good Tools, Inc. 

Grand Haven Stamped 
Product< Co 

Griffin Mfa. Co. 


H 


Haws Drinking Faucet Co... 
Heilia Bros. Co. aa 
Hercules Chemical Co., Inc. 
Hexacon Electric Co. 
Hodell Chain Div. 
National Screw & Mfg. Co. 
Huenefeld Co. 
Hy-Ko Products Co. 


Irwin Auger Bit Co. 


K 


Kees Mfg. Co., F. D. 
Keil Lock Co., In-. 
Klein & Sons, Mathias 


Lawn Boy Div. 
Outboard Marine Corp... 
Libbey Owens Ford Glass 
Co. Window Glass Div... 


75 


5/ 


56 
86 


64 
84 


73 


86 


6! 


68 
74 


Lockwood Hardware Mfqa. 
Co. Poy nae 
Lumite Div. 


Chicopee Mills, 


Inc. 


M 


Macklanburg-Duncan Co. .. 

Marshalltown Trowel Co. 

Miller & Co., Inc., Robert E. 

Millers Falls Co. ray 

Minnesota Mining & Mfg. 
Co. 

Molly Corp. 


Mullen Co., E. C. 


N 


National Mfg. Co. 
National Screw & Mfg. 
Hodel Chain Div. 
North & Judd Mfg. Co. . 


Cc °. 


0 


| Oil-Pen Corp. 


P 


Pioneer Gen-E-Motor Corp. 
Plastic Woven Products, Inc. 
Puritan Cordage Mills, Inc. 


R 


Regina Corp., The 

Ridge Tool Co., The 

Russell, Burdsall & Ward Bolt 
& Nut Co. 


S 


§-K/Lectrolite Tools 
| Scharf Mfaq. Co., J. H. 


44 | 
75 | 
18 
62 


87 


88 
86 


3 


63 


Stanley Works 

Star Metal Products Co.. 
Strataflo Products, Inc. 
Supplex Co. 


T 


Tate Co., E. H. 
Taylor Lock Co. 


True Temper 


U 


United States Plywood Corp. 
Industrial Adhesives Div.— 
Glues 


Ww 


Weller Electric Corp. 
Woodhill Chemical Co. 
Wood Shovel & Tool Co. 
Wooster Rubber Co. 


Y 
Yetter Mfg. Co., Inc. 
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“Automation” 
s on the lawn 









KRAWLER 





LAWN SPRINKLER 


The Kees Krawler travels across the lawn under 
its own power, using the hose as a track. User 
sets it—forgets it. 

Krawler can be set to travel at either of two 
speeds with choice of two sprays. Can be 
equipped with automatic shut-off at slight extra 
cost. 

Each sprinkler individually boxed and com- 
pletely assembled except for the two arms. 
Packed with wrench and extra set of nozzles. 


Model 100 (25 pounds) for the small to 


THREE average lawn. 
POPULAR 


to larger lawn. 
SIZES Model 102 (40 pounds) for the extra 


large lawn, golf courses, etc. 
Also Automatic Shut-off 


Write P. O. Box 664 for free catalog 
F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 








Model 10! (29 pounds) for the average 












with NEW 


OAK 














on NEW DISPLAY 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items, 
$105.24 retail! Each item “Skinpak’d” on color- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 


FOR COMPLETE CATALOG & INFORMATION 
ABOUT ASSORTMENT #1300 write: 


Sold through wholesalers only 


HARDWARE AGE, JANUARY 30, 1958 




































The 

COMPLETE 
SPORTS 

EQUIPMENT 
LINE... 


* A complete line of sports equipment 
High-quality insures repeat sales 
Nationally famous brand name 

All price ranges 

Approved Youth League equipment 
MacGregor golf balls and tennis equipment 
Complete catalog presentation of line 

Quick delivery from wholesaler 


ee Ot Oe ot 


Faster turnover — higher profits 


Why not send your sales figures up and up. Make Draper- 
Maynard your one brand, complete line of sports equipment. 
Write today for full information, catalogs and name of your 
nearest Draper-Maynard wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. + Cincinnati 32, Ohio 








85 


























360-degree Reflecting + 
Driveway Markers 


The perfect marker for keeping cars on the driveway, and 
off the lawn. No blind sides—360 degree visibility. 
48” height — taller than deep snow, and most border 
shrubs. Smart contemporary styling adds decorative note. 
Reflector is 3'/2” high, finished in brilliant traffic yellow 
baked enamel, depth reflectorized with crystal clear glass- 
like grains—entirely weather- and rustproof. Rod is 
heavy rustproof, discolorproof bright finished aircraft 
aluminum. Packed 12 to self-selling display carton. Re- 
tail 98c per marker. Easily sold in sets of 2 or more. 











Order from your jobber 


HY-KO PRODUCTS CO. 


Famous for Signs, Letters, Numbers 


CLEVELAND 3, OHIO 








Kenberry GADGETS 
ARE PROFITABLE 


Se// fast, use 
little space 
Display as a family of 
gadgets in one place 
on peg boards or 
counter bins for fastest 

self service sales. 
Serving Tongs in many 
sizes, styles * Cheese 
Slicers, Jar Wrenches 
Deluxe Chromium Roast 
Rack * Skewers in all 
sizes * Lacing Pins * 
Plate Hangers * Potato 
Bake Rack * Broom 
Clips * Food mixers, 
beaters * Many other 
Gadgets 


Giant Tones $1.19 Each—For Sete ae Kitehen 


More thon 50 JOHN CLARK BROWN '8¢ 


Kenberry GADGETS 
Ask your jobber 
Or write for List 


ONE MONTGOMERY ST. 








|... in the big 5% oz. tube 
...in the award winning Show Pak | 





* WORTH REMEMBERING! 








PLASTIC ALUMINUM 





Order from your Jobber 
THE WOODHILL CHEMICAL CO. an adwerlioed wm — 


‘Originators and World's Largest Manufacturers 
of Plastic Aluminum”’ 
1390 East 34th Street Cleveland 14, Ohio 























SINKS, WOOD, ETC. 








BELLEVILLE 9,N.J. | 7 
















NATIONALLY 


AMERICA'S FASTEST 
ADVERTISED 


SELLER BECAUSE 
IT'S SUPERIOR 


A SNOW WHITE PLASTIC IN A Bless TUBE 
Outlasts all ""Caulk"" Compounds [ae 
Proven through the years .. PERMANENT ag 
FOR SEALING TUBS, TILE, 


DeWils 


i a 
—- KE" 


Blends, easy to use, never becomes 
hard or brittle, always water- 
proof. Attractively packaged. 


Inquirers Invited © FREE SAMPLE 


DE WITT PRODUCTS CO. 
5860 PLUMER ST. + DETROIT 9, MICH. 





MAGNELITE PROTRACTOR-LEVELS...100’s of USES! 


DIALS ANY ANGLE, 0°-90° ... PLUMBS 
& LEVELS! 


pra ee 
Sie inet eae SO 


a 










Sea 


"PERFECT ACCURACY! 
EASY-READ “PICTURE-WINDOW" VIAL 


ASSEMBLIES . .. a fine PROFESSIONAL TOOL! 


6120 Binney St 


write J. H. SCHARE MEG. CO. omaha 4, Nebr. 








Genuine 
Original 





One Set of 4 
on a 3-Color Card 


6 SIZES: %", %", I", 
"11/16", 1%", 1%". 


finish. 





Ask your Jobber or write— 








Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either : 
needie point nail. Case hardened steel, burnished nickel plated mirror 


Both Container and Cards in 3 COLORS 
ROBERT E. MILLER & CO.., 


", 4" or 1" DOMES. DOMES hove 


nen 





INC., 35 Pearl St., New York 4, 
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DOG CHAIN DISPLAY 

Colorful metal hanger holds 12- 
chain assortment, attracts all dog 
owners. Choice of 3 assortments 
of best-selling Bulldog pattern 
dog chains, with colored plastic 
or metal toggle grips. 


ANIMAL CHAINS 
Hodell halter and dog chains, 
cow ties, tie-outs, kennel and ex- 
erciser chains, anti-cow kickers, 
dog couplers and chain choke 
collars ...all of the quick selling 
styles and sizes. 






CHAIN MERCHANDISER 


Packs a lot of chain selling power 
into less than two square feet of 
space. Compact and colorful, the 
Hodell Chain Merchandiser han- 
dles your choice of four chain 
assortments designed to fit 
local preferences. 





DISPLAY HODELL#2:32 
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Handy Trace Utility 


CHAIN SPECIALTIES 
Hodell’s full line of welded and 
weldless chain includes these 
four popular assemblies . . . fast 
sellers, especially to your farm 
customers. Full range of sizes in 
each type. 


YOUR HARDWARE DISTRIBUTOR 


PAILETTES 
Proof Coiland BBB Coil chainin 
strong steel reusable containers. 
Handiest way to handle these 
heavier chains. Attractive enough 
for floor display. Four chain 
sizes available include %%, 14, % 
and °¢ inch. 






All the welded and weldless pat- 
terns and sizes, high quality and 

hed hard- 
ware packages and on metal reels. 


dependable, in stan 


Re eens senatigamnen eter Ai 












HODELL CHAIN COMPANY, Cleveland 3, Ohio 


Division of The National Screw & Mfg. Co. 





‘National 
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Fasteners i a Hodell Chains o Chester Hoists | 
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THE HUENEFELD CO. 
| CINCINNATI 25, OHIO 
Established 1872 
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